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This young man is rightly rated as an “Old Pro” by the 
insurance buying public. The Chartered Life Under- 
writer key he wears is the symbol of his professional 
stature. He’s a life insurance expert who won his rating, 


plus added job satisfaction, through following a pro- venient study group. 
» period of 
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gram of a few hours of well-organized study each week. ae 
Today over 400 Equitable representatives wear Living insur ance ano 


C.L.U. keys and more than 1,300 are preparing for insurance 
to indivic 


C.L.U. examinations. Why not win your own passkey E uitable by insu 
by » New York pointed 


to greater production? To professional standing in your 
: surance f 
stitutes 


The Equitable Life Assurance Society of the U. S., 393 Seventh Avenue, New York 1, N.Y. 
Surance 


175 W. Jackson Blvd., Chicago, Ill, U. S. A. 60th Be 
30 cents per copy. Entered as second class ment - 


own community? 


THE NATIONAL UNDERWRITER, Life Insurance Edition. Published weekly by the National Underwriter Company, Office of Publication, 
year, No. 29, Friday, July 20, 1956, $7 per year (3 years, $18); Canada, $8 per year (3 years, $21); Foreign, $8.50 per year (3 years, $22.50). 


matter June 9, 1900, at the post office at Chicago, Ill., under the Act of March 3, 1879. 





























Ze NATIONAL UNDERWRITER 


The National Weekly Newspaper of Life Insurance 









60th Year, No. 29 
July 20, 1956 





Kill Senate Changes 
in GI Survivors’ 
Bill, ALC-LIA Urge 


Boost in Benefit Levels 
| Held Unsound, Exceeding 
Pay, Allowances of Many 


WASHINGTON—S enate amend- 
ments to the servicemen’s survivors 
benefit bill increasing benefit pay- 
ti} ment levels beyond those set by the 
House version of the bill and permit- 
ting veterans to purchase government 
life insurance were described as un- 
sound in principle by the American 
Life Convention and the Life Insurance 
Assn. of America. 

In a communication sent to Senate 





George Johnson 
Heads New Variable 


Annuity Company 


WASHINGTON—Equity Annuity 
Life has been organized here to sell 


variable annuities to the general pub- 








George E. Johnson B. N. Woodson 


BY VOICE VOTE 


House Passes Bill 
Giving NALU Bigger 
Site for Building. 


WASHINGTON—Prospects for a 
considerably more spacious site for 
the National Assn. of Life Under- 
writers headquarters building here be- 
came vastly brighter with the House 
of Representatives’ passage of the sup- 
plemental appopriation bill providing 
some $45 million for expansion of the 
new State department building and re- 
arrangement of adjoining streets. In- 
cluded in the project is a plan to buy 
additional land and exchange part of 
it for the present NALU building site 
at 22nd and C streets, N. W. 

The bill was passed by a voice vote, 
without discussion. The bill now goes to 





Overinsurance Seen 
as Peril in Adding 
Disability to SS 


Senate’s Unanimous Passage 
of Amendments Kills Hopes 
of Measure’s Opponents 


Overinsurance, particularly in con- 
nection with non-cancellable A&S poli- 
cies and income disability provisions 
in life policies, is regarded as the most 
immediate and acute insurance conse- 
quence of the social security bili 
amendments unanimously passed by 
the Senate. The amendments, which 
include disability starting at age 50, are 
regarded as certain of House enact- 
ment and 99.9% sure of escaping a 


Presidential veto, despite the adminis- 
; ; tration’s opposition to the disability 
mittee has already held a hearing on provision and the general reduction of 
the State department—NALU project. \omen’s retirement age to 62. 

One result of the change, very much 4 
desired by the government planning 
experts, would be that the front of the 
NALU building, rather than the end 
of it, would face the State department 
building. 

The plan for a land swap, in which 
NALU would be given a more attract- 
ive setting for its building, has been 


conferees who are participating in a 
House-Senate conference on the mea- 
sure, the ALC and LIA pointed out 
that they favor the principles em- 
bodied in the bill as enacted by the 
House and urged that certain Senate 
amendments not be adopted. 

“The life insurance companies have 
been in favor of improvements in the 
survivor benefits provided for the men 
in service. On many occasions they 
have urged unification and streamlin- 
ing of the several programs now in ex- 





lic. President will be George E. John- 
son, pioneer in the development of the 
variable annuity, who was president of 
Variable Annuity Life of Washington 
from its formation until his resignation 
April 15 and before that was vice- 
president and general counsel of 
Teachers Insurance & Annuity and 
College Retirement Equities Fund, the 
first variable annuity company. 
Chairman will be Gus S. Wortham, 
president of American Ins. Co. of 
Houston and head of one of the largest 








the Senate, whose appropriations com- 














Group insurance would not be much 
affected by the amendments. Some 
group cases, particularly among the 
older ones, contain provisions for pay- 
ing in case of total and permanent 
disability, but little of this is currently 
sold. Most loss-of-time provisions in 
group contracts are for short periods, 






















istence. They thought that the recom- 
mendations of the House select com- 
mittee on survivor benefits and the bill 
as passed by the House were in the 
public interest,” the ALC and LIA said. 

However, the company organiza- 
tions continued, “we believe that the 
government should limit its activities 


(CONTINUED ON PAGE 19) 





Report Equitable 
Readying Site for 
New Home Office 


pending for months. A year ago the 
Senate adopted an amendment author- 
izing $400,000 recommended by the 
budget bureau and the White House, 
for acquisition of additional land in 
the area involved. However, this 
amendment was thrown out by a joint 
conference committee. 


usually six months, and there is a 
6-month waiting period in the federal 
disability proposal, so there would be 
no conflict. 

Once the disability plan has been 
added to social security, however, 
there will be a push to get it liberal- 
ized. Probably the first would be to 


NEW YORK—Equitable Society is ° e ° 
in the final stages of buying the prop- As outlined to the appropriations 
erties it needs to erect a new home sybcommittee recently by a battery of 
office building on Sixih avenue be- government officials from several 
tween 5lst and 52nd Streets, across agencies headed by Deputy Under Sec- 
5lst street from Radio City Music retary Low W. Henderson and Thomas 
Hall in Rockefeller Center. S. Estes, deputy assistant secretary, 

Equitable is also buying about half the new plan is for the government to 
of the block directly across Sixth buy two lots on the south side of C 
avenue. This would be leased to a real ctreet adjoining the present NALU 
estate company to build an office site. These lots are now occupied by 
building for rental to some major in- the Conger Laundry and would cost 
dustrial corporation. It would be an the government $300,000. 
investment as well as an improvement The present NALU site would then 
to the home office neighborhood. Most pe exchanged for part of the laundry 
of the property is presently occupied site and NALU headquarters would 
by tenements, commerical buildings pe constructed in line with and to the compulsory in New York, New Jersey, 
and parking lots. wee. rear of American Pharmaceutical Assn. California and Rhode Island. 

At the Equitable home office it was building, which faces on Constitution ee 
said that the company was not yet avenue to the south. In return, ac- It is not impossible that a system of 
ready to make any announcement. Su- cording to one report, NALU would hospital and surgical benefits might 
perintendent Holz of the New York pay the $40,000 cost of levelling off be added to the federal disability plan. 
department said Equitable has applied the site it now has. However, the cost | The prospect of these possible in- 
for permission to.erect a new home was given as being on the order of vasions will be an added stimulus to 
office building but he has not yet taken $59,000 or $60,000 by Deputy Com- the insurance industry to keep up the 
action. He would not identify the site missioner Poorman of the public pressure for improved and widened 
but it is known that Equitable is not puyjldings service of the general serv- privately insured short-term loss-of- 
considering any other location. ices administration who said that the time and hospital and surgical cover- 

The present 26-story Equitable home pew plan “would clear the main ac- ages. Obviously one of the reasons for 
office at 393 Seventh avenue 1s CON- cess to the State department building, the pressure to provide disability 
siderably too small for the size to in return for which the insurance coverage under social security was 
which the company has grown in the people would grade and landscape that it was not being supplied to any 
30 years or so since the building was this.” general extent by private insurance. 
put up. Equitable has had to lease yr. Poorman stated that “the life | Except for individual A&S and dis- 
outside space, including nearly all of ynderwriters came back about three ability income in life policies, the 
two floors at Hotel Statler across the months ago and asked if that proposal direct consequences of the disability 
street to the north. The company has (of jast year) could be restored.” He amendment may not be too serious, as 
between 8,000 and 9,000 home office said the matter was checked with the far as the insurance business is con- 
employes. (CONTINUED ON PAGE 19) (CONTINUED ON PAGE 20) 





cut the eligibility age from 50—prob- 
ably eventually to the date of the 
individual’s first being covered under 
social security. 

Next might come inclusion of cover- 
age for wives and other dependents, 
and there might well be at the same 
time progressive reductions in the 
waiting period so that the disability 
provision might come close to being 
first-day coverage. This would be 
definitely competitive with group A&S. 

An unwelcome possiblility might be 
the extension of federal social security 
as a means of providing all states with 
the kind of cash sickness benefits now 





to providing a sound program of sur- 
vivor benefits and should avoid becom- 
ing an insurer of veterans except in the 
case of those who are uninsurable. We 
have always maintained that men leav- 
ing the service in an insurable con- 
dition should seek needed insurance 
protection from insurance companies 
who are better able to serve civilian 
insurance needs.” 

The ALC and LIA declared that the 
Senate amendment increasing benefits 
' by continuing the $10,000 gratuitous in- 
demnity adds unneeded benefits on top 
of the already liberal benefits provided 
by the House version of the bill and 
would result in payments substantially 
greater than the base pay and allow- 
ances of many servicemen. The bene- 
fits in upper pay grades would be out 
of line with death benefits provided 
for employes in industry and the grat- 
» uitous indemnity would also result in 
» many payments being made to non- 

dependents, they said. Moreover, the 

indemnity payments would be over a 
} period of 10 years, which may have no 
relationship to the needs of survivors. 

The ALC and LIA stressed that the 
real need of veterans is for permanent 
insurance under many plans adaptable 
to individual needs which are provided 
by insurance companies. They also 
pointed out that government term in- 
surance for non-disabled veterans con- 
stitutes unfair competition with in- 
surance companies because of the el- 
ement of government subsidy. This ob- 

(CONTINUED ON PAGE 20) 
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Senate Passes Bill 
Extending ‘55 Life 
Company Tax Formula 


The Senate has passed legislation 
extending the 1955 formula for taxing 
life companies to the tax year 1956. It 
is expected the bill will be signed soon 
by President Eisenhower. 

There was no opposition either in 
the House or the Senate to the bill, 
which was introduced in the House by 
Reps. Mills of Arkansas and Curtis of 
Missouri. Extension of the 1955 tax 
law was jointly recommended by 
American Life Convention, Life In- 
surance Assn. of America and Life In- 
surers Conference. 

The bill will have the effect of ap- 
plying the same formula to life com- 
pany income taxes payable in 1957 on 
1956 operations as applied to taxes 
payable in 1956 on 1955 business. 





Insurance Law Section 
Annual Is Aug. 27-29 


The insurance law section of Ameri- 
can Bar Assn. will hold its annual 
meeting Aug. 27-29 at the Baker ho- 
tel, Dallas. 

John F. Finn, dean of Fordham law 
school, will speak the afternoon of Aug. 
28 at a session sponsored by the life 
committee. The committee, which is 
headed by John V. Bloys, assistant 
general counsel of Life Insurance 
Assn. of America, will be host at a 
breakfast on Aug. 28. 

Another Aug. 28 afternoon speaker 
will be Director Pansing of Nebraska, 
who will discuss the A&S rules 
adopted by National Assn. of Insurance 
Commissioners. His talk will be spon- 
sored by the regulation of insurance 


—= 














committee. 

Gov. Clement of Tennessee will ad- 
dress the annual luncheon on Aug. 27. 

The insurance section will decide 
whether or not to set up a new sec- 
tion covering negligence and work- 
man’s compensation law. It has been 
proposed to bring National Assn. of 
Claimants’ Compensation Attorneys in- 
to the organization through this new 
section. 


McCarty Offers $50 to 
Units That Plan Ahead 


As an incentive to local associations 
in the state fo arrange for regular 
monthly meetings a year in advance as 
is done by many other organizations, 
Managing Director Spencer L. Mc- 
Carty of New York State Assn. of Life 
Underwriters will personally award a 
$50 check to the local association that 
completes a 10-month program sched- 
ule, confirmed and mailed to the state 
association office before the end of 
August, for the year closing June, 1957. 

Mr. McCarty, made the announce- 
ment at two recent leadership train- 
ing schools for local association offi- 
cers. Schools were at Schenectady and 
Seneca Lake. Six regional vice-presi- 
dents of the state association acted as 
instructors. 

The local association officers un- 
animously endorsed the idea of devot- 
ing their regular December meetings 
to the orphans in their association 
areas. The program calls for each agent 
to adopt a small boy or girl, call for 
him at the orphanage, take him to the 
meeting place, have him participate 
in the program designed for children 
and return him to the orphanage. The 
local association officers suggested set- 
ting up a requirement that no agent 
be admitted without a child adopted 
for that occasion. 
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Our service in Accident & Sick- 
ness rests on the composite 
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Fischer To Retire 
as V-P of Mass. 
Mutual on July 31 


Chester O. Fischer, vice-president of 
Massachusetts Mutual and a widely 
known figure in 
the business, will 
retire as an officer 
of the company on 
July 31. 

Mr. Fischer 
joined Massachu- 
setts Mutual in 
1914 after practic- 
ing law in Peoria, 
Ill. He was general 
agent at Peoria 
from 1914 to 1926 
and at St. Louis 
from 1926 until 
1936, when he was elected vice-presi- 
dent. He was elected a director in 1948 
and a member of the executive com- 
mittee in 1954. 

Mr. Fischer has served as chairman 
of the board and the executive com- 
mittee of Life Insurance Sales Research 
Bureau, predecessor to LIAMA. He is 
a trustee and executive committee 
member of American College. He was 
an organzier and first president of 
Illinois and Missouri Assns. of Life 
Underwriters and is a former vice- 
president and trustee of National Assn. 
of Life Underwriters. 

Mr. Fischer is a member of the 
membership and _ economic policy 
committees of U.S. Chamber of Com- 
merce, a member of the advisory com- 
mittee on United Funds for Community 
Chests & Councils of America, director 
of Missouri Rolling Mill Corp. of St. 
Louis, member of the senior advisory 
council of McCormick & Co. of Balti- 
more, trustee of Springfield college 
and Wesson Memorial hospital of 
Springfield, corporator of Hampden 
Savings Bank of Springfield, trustee 
and 1956 campaign chairman of United 
Fund of Greater Springifeld, and presi- 
dent of Longmeadow Country Club. 





C. O. Fischer 





Pru Agents Ratify New 


Contract with Company 


Prudential members of Insurance 
Agents International Union, AFL-CIO, 
have ratified the new agreement 
negotiated with Prudential. Five 
thousand agents voted and approved 
the contract by a 1,000 plurality, thus 
concluding five months of negotiations. 

The contract provides a total in- 


crease of $6.73, including employe 
benefits, and enables agents to retire 
at age 55 and thereafter with an in- 
creased and liberalized retirement ben- 
efit. The agreement runs for three 
years from its effective date, July 2, 
and covers 15,000 Prudential debit 
agents in 34 states, District of 
Columbia and Toledo, Ohio. 

The union’s collective bargaining 
policy committee had recommended 
ratification. 


Mutual of Omaha 
Presents Its Case 
vs FTC Complaint 


WASHINGTON—F TC Examiner 
Lipscomb began a three or four day 
hearing here Tuesday in the complaint 
against Mutual Benefit H.&A., taking 
testimony of four company witnesses 
about its survey of policyholders. 

William Bruckner, assistant super- 
visor of Mutual of Omaha’s conserva- 
tion department, testified that a ques- 
tionnaire went to all policyholders and 
317,000 replies, or over 19% were re- 
turned. Of those, 96.4% registered no 
dissatisfaction. 

Eugene Wood testified regarding tab- 
ulation of information in replies to the 
questionnaire, and Earl Soder of Ar- 
thur Andersen, public accounting firm, 
testified tabulation was correct. 

The company was represented by at- 
torneys J. T. Welch, Washington, and 
L. E. Thorngren. FTC attorneys P. R. 
Dixon and R. D. Young appeared in 
support of the FTC complaint. 

Scheduled to testify Wednesday 
were Walter Madden and William 
Heavey of the Nebraska department, 
on the extent of its regulation of the 
company and how it operates; that it is 
sufficient not only in Nebraska, but in 
any state where the company operates. 
Mr. Heavey says his department has 
received no complaint about Mutual 
of Omaha advertising. 

Scheduled for Thursday are Mr. 
Thorngren about company efforts to 
cooperate with all regulatory authori- 
ties and comply with FTC, state and 
NAIC regulations, and a representa- 
tive of Roberts & Reimers, New York 
advertising agency. 





Burt Joins Farmers 
Mutuals of Madison 


Commissioner George O. Burt of 
South Dakota has accepted a position 
with Farmers Mutuals of Madison, 
Wis., and has announced his resigna- 
tion from the department as of Aug. 1. 











President J. Doyle DeWitt of Travelers (center) greets Clarence C. Cook, 
branch office committee chairman and manager of the life and A&S depart- 
ment, at the opening of the new offices at 740 Main street, Hartford. At left is Theodore H. Luft 
Esmond Ewing, vice-president in charge of all agency departments. 
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grateful to God for this achievement. 





Modern plans of life 
insurance at a low net cost 
Assets over $210 million— 
$110 for every $100 liability 


Aid Association for 


LUTHERANS 





LEGAL RESERVE LIFE INSURANCE 


This achievement of one billion dollars of life insurance 
in force is especially remarkable since less than two per- 
cent of America’s population—only Synodical Confer- 
ence Lutherans, people with a common bond of faith— 
are eligible for membership in the Aid Association. 


in ordinary legal reserve 





Appleton, Wisconsin 
Founded 1902 


This notable milestone is the result of the loyalty of a 
half million member-owners, the efforts of hundreds of 
skilled life insurance counselors, the capable and econ- 
omy-minded leadership at all levels of management, 
and the abundant blessings of Almighty God. 
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THE COMPANY shall be 
responsible for matntaining 
and carefully scrutinizing 
daily records of the new 
agent’s activity during 
training. 


During his training period, the new agent is forming work habits that will 
persist throughout his career. A daily analysis of his field activity is, there- 
fore, essential. For this purpose, we have developed a comprehensive system 
of “checks” on the new agent’s progress. Is he doing an adequate job of 
prospecting? Is he maintaining a profitable ratio of interviews to calls? ... 
sales to interviews? Is he making the best possible use of his time? The 
answers to those and other questions are always at our fingertips enabling 
us to provide daily counsel as the new agent builds his “foundation for 


success” 


California-Western States Life 


Insurance 


HOME OFFICE: 








No. 2 OF A SERIES 








® In selecting and train- 
ing the new agent, we 
believe that the Com- 
pany’s responsibility 
must go much further 
than the printed terms 
of its contract. In fair- 
ness to the agent... 
the Company .. . the 
insurance business it- 
self . . . we must as- 
sure the new agent 
every possible chance 
of success. In this series 
of messages, we pre- 
sent a few of what we 
consider to be our in- 
escapable obligations 
under this “invisible 
contract”, 
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Sloane Defends Bank Loan 
Plans for Numerous Uses 


By Harold N. Sloane 


So much has been said in recent 
months against the bank-loan plan of 
buying life insurance that a number of 
its suppporters have urged that some- 
thing be said on the other side. Conse- 
quently, The National Underwriter 
asked Harold N. Sloane, partner in the 
Gruber & Sloane agency of Continen- 
tal Assurance at New York, to give his 
views on bank loan plans. Mr. Sloane, 
a CLU, is a member of the National 
Assn. of Life Underwriters federal law 
and legislation committee, whose chair- 
man, Gerard S. Brown, Penn Mutual, 
Chicago, has spoken out vigorously 
against bank loan plans. 


It seems impossible in this day and 
age that one could definitely state that 
he didn’t believe 
in buying an au- 
tomobile on time. 
Without a time 
loan, there would 
be very few cars 
on the road. And 
the same can be 
said of buying a 
home—without a 
mortgage, how 
many people in 
this country 
could afford to 
purchase a home? 
Yet, when it comes to life insurance, we 
hear some voices loudly exclaiming 
that insurance should never be pur- 
chased by using a loan from a bank 
(bank-loan plan) and that this method 
is taking advantage of our Treasury 
department. 

I think this type of thinking is irrele- 
vant, immaterial and purely the bunk. 
Most people who take this stand have 
never analyzed the subject or the facts 
with an open mind. It is impossible for 
every bank-loan plan to be no good. 
If they said that there are many in- 
stances where bank loan plans should 
not have been sold, I would be the first 
to agree with them. It was brought to 
my attention recently where a man ina 
30% tax bracket bought this type of in- 
surance and together with the sur- 
rounding circumstances it was plain 
that an injustice was done. 





Harold N. Sloane 


If you look in the newspapers and 
see cars selling on time (a loan) for 
three years, where the loan became 
more than the worth of these cars, do 
our friends raise their voices and de- 
cry this terrible practice? Or do they 
say anything when homes are pur- 
chased on a shoestring by people who 
can barely pay the interest and amorti- 
zation to the bank? No. These are es- 
tablished practices. So what’s wrong 
about helping to protect a family by 
bank-loan insurance? 

Lawrence Fertig, New York econo- 
mist, in an article in the New York 
World Telegram & Sun, Monday, May 
7, entitled “Time For Saving,” stated 
that in the fiscal year 1956, 75% of all 
tax money derived from the personal 
income tax came from people earning 
up to $6,000—$22 billion out of $30 bil- 
lion and that no matter how steep the 
income tax might be on the higher 
brackets the total yield would be quite 
small. It is my belief that the taxes of 
the high-income bracket taxpayers are 
now almost to a point of confiscation. 

Even T. Coleman Andrews, former 
head of the internal revenue service, 
in a recent article stressed this point. 


Can our friends who criticize the 
bank plan of buying life insurance hon- 
estly say that these high-bracket peo- 
ple shouldn’t have some break to pur- 
chase insurance in an easier manner? 
And if they want to be real honest, 
they must admit that a lot of this insur- 
ance purchased in this manner is to 
create a liquid fund to pay estate taxes. 
Won’t our Treasury department bene- 
fit? 

I remember when one of our famous 
governors died and his estate of $400,- 
000 was reduced to a deficit of $40,000 
when it was liquidated. How did our 
Treasury department make out? The 
answer is obvious. 

Let’s be specific. I believe that a 
bank-loan plan should not be sold to a 
person who is not in a 50% or higher 
tax bracket unless the increase in his 
future income is virtually assured. 

I have a case right now where a man 
in a 50% tax bracket will inherit a tre- 
mendous estate when his mother dies. 
He wants to buy and needs for his 
family protection and estate taxes 
$300,000. The premium would be about 
$10,000 a year. Being in a 50% tax 
bracket, he would have to earn more 
than $20,000 additional income to pay 
this premium. It is impossible for him 
now to pay this $10,000 premium but 
later he will be able te, because of 
coming into this tremendous estate. Is 
it wrong for him to purchase this insur- 
ance by bank loan? 

I know of another man, who pur- 
chased this plan of insurance because 
he had a good proportion of his assets 
in equities. Later on he will pay off the 
loan and own his insurance. Incidental- 
ly, in most cases I like to see a man 
who buys insurance on the bank loan 
plan to be working toward the position 
‘where he will be able to pay off the 
loan eventually. 

We recently sold this type of plan to 
a man in a 70% tax bracket who had 
young children and wanted a term pol- 
icy. The bank loan showed up as a 
saving in outlay as compared with term 
and still gave him the opportunity of 
paying off the loan and continuing the 
full amount of insurance. If we had 
sold him a diminishing term policy, this 
could not have been accomplished. 

Will the Treasury department seek 
legislation to stop the deductibility of 
interest on such loans as these? I don’t 
know, but if this happens, it will bring 
a great injustice to the man who owns 
life insurance and for varied reasons 
(which we tell him) decides that he has 
to make a loan to pay his premiums 
and he finds that he cannot deduct his 
interest. 

Will the Treasury department suffer 
a great loss? In my opinion it will not. 
Won’t the Treasury receive taxes paid 
on commissions earned? Also from in- 
creases in taxes paid by life companies? 

And last, let’s talk about discrimina- 
tion. Our government, understanding 
the plight of the farmers, is trying to 
guarantee them stable income. For a 
group of people who, through their 
knowledge, skill and ambition, have 
helped make our country great and 
thereby get themselves into a high tax 
bracket so that they share a substantial 
part of their earnings with Uncle Sam— 
is it fair to them to shut off this little 
help in the purchase of the most un- 
selfish product that was ever designed 
—a product that makes a man’s lov 
for his family negotiable? 
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Atlanta Group Men 
Hit Jumbo Group, 
By-Passing Agents 


ATLANTA—The_ Atlanta Group 
Representatives Club has adopted a 
strong resolution condemning ‘“exces- 
sive amounts” of group life insurance 
on individual lives and the by-passing 
of agents in writing such cases. The 
resolution was prepared by Chairman 
Harold L. Sutton of the special projects 
committee. It was adopted unanimous- 
ly. B. G. Thayer, State Mutual, is club 
president. 

The resolution reads: 

“Whereas, it has come to the atten- 
tion of this body that certain com- 
panies are offering excessive amounts 
of group life insurance on individual 
lives, and 

“Whereas, this offering is often made 
on a direct basis by the company to the 
employer without consideration of an 
agent, and 

“Whereas, this condition if per- 
mitted to continue shall be to the 
unique advantage of only those persons 
in the higher income positions instead 
of the social intent of the basic applica- 
tion to the larger elements of our work- 
ing forces. and 

“Whereas, this practice of excessive 
limits shall encourage the termination 
of personal individual contracts or dis- 
courage the purchase of individual con- 
tracts for personal and business reasons 
at the expense of the individuals rights 
and privileges and our agency forces, 
and 

“Whereas, this practice may invite 
adverse tax considerations which now 
are such strong factors favoring logi- 
cal group insurance plans, 

“Now be it therefore resolved, that 
this body of experienced group insur- 
ance representatives, service repre- 
sentatives, and home office officials 
go on record as opposing the trend of 
uncontrolled excessive limits and 

“Be it further resolved, that this 
body strongly endorse the ‘20/40’ 
formula adopted by the National Assn. 
of Life Underwriters, the American 
Life Convention, and the Life Insur- 
ance Assn. of America in 1952 and 
presently a part of the regulations or 
laws of some 20 jurisdictions, and 

“Be further resolved, that this body 
body vigorously opposes any threat of 
the agency concept upon which this 
great American business is predicated, 
and 

“Be it further resolved, that copies 
of this resolution be provided by the 
officers of this the Atlanta Group Rep- 
resentatives Club to such other organ- 
izations and groups as shall be deemed 
advisable in an effort to produce a col- 
lective and concerted action.” 





Hutchinson Promoted in Cal. 


Alan S. Hutchinson has been ap- 
pointed assistant chief in the license 
division of the California department. 
He has been with the department since 
1948, starting as an investigator and 
transferring in 1955 to the license 
division. He has had experience in 
Insurance with New York Life and 
Guardian Life of New York. 





Community Life Mutualizes 
Community Life of Detroit, of which 
John J. Temple is president, has 
changed its corporate status to a mu- 
tual company authorized to write life 
and A&S on the legal reserve plan. 





General American Party 
General American Life held a 
company-wide party June 29 at the 


Sheraton-Jefferson hotel, St. Louis. 
Present were home office associates, 
President’s Club qualifiers, mortgage 
loan representatives, group represen- 
tatives and directors. The meeting 
featured dining, dancing and top-flight 
entertainment including the famed 
Ames Brothers. 





Harry Geyer, Western & Southern 
Life, is the new president of Columbus 
(O.) Managers Assn. for combination 
companies, Ernest Younkin, Monumen- 
tal Life, is vice-president. The associ- 
ation has membership from eight com- 
panies. 





North Central Life of St. Paul has 
been licensed in California. 


Republic National 


Toasting Billion Mark 


Leading field men of Republic Na- 
tional Life and their wives, together 
with top officials of the company are 
in attendance this week-end at a 
Billionaires’ Convention at Hotel del 
Coronado, Coronado, Cal. The conven- 
tion, which started Wednesday, cele- 
brates the company’s attainment of $1 
billion in force. Several officers of the 
company were to participate in a skit 
at a Saturday evening banquet de- 
picting the company’s history. This 
was to be climaxed by a talk by T. P. 
Beasley, president. Mr. Beasley has 
predicted the company will reach the 
$2 billion mark by the end of 1959. 


Robert P. Hale, vice-president and 
director of agencies, was scheduled to 
be toastmaster at the banquet and join 
other members of the agency staff in 
presenting awards to leading salesmen. 





Tidelands Life Insurance Co. has 
been formed at Bunkie, La., and 
licensed to write life and A&S in 
Louisiana. William Zetzman, president 
of a New Orleans beverage firm, and 
W. D. Haas, Bunkie banker, are chair- 
man and president. Stock will be sold 
to raise $1,250,000 capital and surplus. 





Union National Life of Columbia, 
S. C., has been incorporated with 
= capital stock to sell life and 
A&S. 





wr 
\e 
$ 


an 


sickness. 


benefits. 








| Built 


A MUTUAL 


The Selling Contract with 


Success 


d Security 





nm... 


contribution by agent. 


SAINT LOUIS 


LEGAL 


RESERVE 


A sale for commission sake alone has no place in the Lifetime Security 
Franchise enjoyed by General American Life agents. Under the LSF program, 


each sale makes today’s efforts contribute toward a comfortable retirement. 


Instead of the usual 9-year renewal, commissions extend on through to 


provide life-time earnings ... plus retirement income without a penny of 


The Lifetime Security Franchise also opens management opportunity right 
in the successful agent’s home city through the multiple agency system. And 


LSF provides multiple-line selling with ordinary, group, and accident and 


Here is the career approach that brings lasting satisfaction through extra 
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Conn. General Installs 


New Electronic System 


Connecticut General Life will insti- 
tute a new mechanical system for pro- 
viding information on retirement ben- 
efits quickly and accurately to group 
annuity clients and their employes. 

The conversion, now in process, is 
expected to be completed by the end of 
the year. All new group annuity cases 
will be set up initially on the new sys- 
tem. 

The new installation, involving elec- 
tronic equipment, will make it possible 
for employers to provide comprehens- 


ive periodic statements for their em- 
ployes with a minimum of time and 
effort. Information to be computed 
automatically will include totals of 
each employe’s contributions, the ac- 
cumulation of these contributions 
with interest, and accumulated bene- 
fits. 

At the request of the employer, all 
pertinent data will be placed on indi- 
vidual punch cards to facilitate the 
preparation of material for distribu- 
tion to employes. 





Great-West Scholarships 
Great-West Life has established two 
annual bursaries at the University of 


Manitoba to assist and encourage 
promising students to enter the actu- 
arial profession. The bursaries are for 
$250 each. The awards, which were 
made to two students for the first 
time this year, will be awarded in 
May in the future. 





Among the nine additional members 
of Health Insurance Assn. of America, 
which brings the memership to 252 
companies, are Dominion Life of Can- 
ada, Farmers & Traders Life, John 
Hancock, Life of Georgia, Mutual Life 
of Canada, Reliance Mutual Life and 
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Now.... 


Across the Board 
SUBSTANDARD 
A&H COVERAGE 


on all regular individual policy forms: 


Accident! 
Health! 

Non-Can! 
Hospital Expense! 
Major Medical! 


Call your nearest Guardian agency for full information, or write 


The GUARDIAN 
Life Insurance Company OF AMERICA 


50 UNION SQUARE, NEW YORK 3, N. Y. 


ESTABLISHED 


Sunset Life of Olympia. 


1860 











Provident Life 
Marks 40th Year 


Provident Life recently marked its 
40th anniversary, and three of its 
officers celebrated their 40th year 
with the company. They are F. L. 
Conklin, chairman; C. L. Young, gen- 
eral counsel, and Dr. W. H. Bodenstab, 
medical director. 

Provident began a little over 40 
years ago in two rented rooms over 
the old First National Bank building 
in Bismarck, N. D. By the end of 
1916 the new company had a little 
over $1 million of insurance in 
force. At the end of last year 
the in force figure had climbed to 
$159,450,094. Also, the company now 
occupies more than half of its new 
six story home office in Bismarck. 
Through the years the company’s 
operations have extended from North 
Dakota into nine other central and 
western states. 


Rutgers to Offer CPCU, 
CLU Courses in Fall 


New Jersey CPCU chapter and New- 
ark chapter of CLU are cooperating 
with Rutgers adult center in offering 
a series of insurance courses to assist 
insurance people in preparing for the 
national examinations. In addition, the 
university will give a certificate in in- 
surance to persons who satisfactorily 
complete a certificate program cover- 
ing basic courses in insurance an a 
general background in _ accounting, 
business English and public speaking. 
The courses will be taught by insur- 
ance men and lawyers, many of whom 
have CPCU or CLU designations. 








Northwestern Mutual Agents Group 


at Milwaukee Elects Seymour 

The Milwaukee Special Agent’s 
Assn. of Northwestern Mutual Life, 
which is composed of agents of the 
Momsen & Craig general agencies at 
Milwaukee, has elected Donald Sey- 
mour president to succeed C. Morgan 
Jackson. Herbert J. Schwahn and 
Clyde Fuller were elected vice-presi- 
dents, and David Birkhaeuser, secre- 
tary-treasurer. 





30% of All Life Policyholders 


Are Children Under Age 18 

Thirty percent of all life policy- 
holders are children under age 18 
and 60% of all children in these low- 
er age groups are covered by some 
form of life insurance, according to 
Institute of Life Insurance. 

Sixty percent of the families with 
children insured all their children and 
less than 5% had insurance on some of 
their children. Thirty-five percent of 
these families had none of their chil- 
dren insured. 


NEWS BRIEFS 


Edwin J. Hanlon Jr. has joined the 
Werts agency of Northwestern Mutual 
Life at Akron. Mr. Hanlon is the son 
of E. J. Hanlon, president of the Fire- 
stone Park agency at Akron. Mr. Han- 
lon Jr. is a graduate of the Wharton 
schoo! of the University of Pennsyl- 
vania. 








Harmelin agency of Columbian Na- 
tional Life in New York City is spon- 
soring another free 5-lecture course to 


prepare brokers for the July 19 New 


York state life agent’s examination. 





Francis Marion Life of Columbia, 
. C., has been incorporated with 
$500,000 capital stock to sell life and 
A&sS. 





Earl A. Lewis, Feder & Associates, 
Cleveland, has been appointed assist- 
ant general agent for Lincoln National 
Life. He has been with the Feder 
agency since 1950. 
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A&§ 


Reports Progress in 
A&S for Older Ages 


Major progress has been made in ex- 
tending A&S to older age groups by 
insurance companies, J. F. Follmann 
Jr., director of information and re- 
search of Health Insurance Assn. of 
America, told the geriontological con- 
ference at Ann Arbor sponsored by 
University of Michigan. 

Of 186 insurers recently studied 
more than half place the age limit for 
new risks for individual hospital ex- 
pense cover at 65 and over, and 11 had 
no age limit. 

In group insurance, 43 companies 
were surveyed, and 37 of those make 
the same coverage available to all em- 
ployes irrespective of age. Six limited 
the coverage for over age employes. 

The average hospital daily room and 
board benefit available for persons 
over 65 is $13 a day for 30 days with an 
additional allowance of $130 for mis- 
cellaneous hospital services. Surgical 
schedules list maximum allowances of 
$248 and more for top procedures; in- 
hospital coverage where no surgery is 
involved pay $3 a visit for physician 
care and in-hospital nursing service 
offers $10 a day for special duty nurs- 
ing. 

A significant step in the individual 
field was the recent issuance of life- 
time hospital surgical coverage 
through a guaranteed renewable pol- 
icy fully paid up at age 65, Mr. Foll- 
mann said. 


Va. A&S Group Elects 


Virginia Assn. of A&S Underwriters 
at Richmond has elected H. Stanley 
Marmaduke of Atlantic Life president, 
E. Douglas Gunter of Aetna Life vice- 
president, W. Birch Douglass of State 
Mutual Life secretary, and Rossie W. 
Jones Jr. of North American Assur- 
ance Society treasurer. Francis A. 
Meyerhoeffer of Paul Revere Life 
was named to the board. 

The association is planning a 13 
week DITC in Richmond beginning in 
September and it is working on a pro- 
gram for public education to increase 
Understanding of A&sS. 











Elect McKinnon at Flint 


Leonard A. McKinnon, McKinnon & 
Mooney agency, has been elected presi- 
dent of Flint Assn. of A&H Under- 
writers. He succeeds Prescott G. Av- 
erill, Prudential. 

Other new officers are: Vice-presi- 
dent, Leo G. Mero; secretary-treasurer, 
Mrs. Blanche R. Ritter; directors, El- 
don M. Burton, Floyd W. Bryant, Ches- 
ter Kelly, and Mr. Averill. The next 
meeting will be Sept. 27. 





New Eastern Wis. Secretary 


At a dinner meeting of Eastern 
Wisconsin A&H Underwriters Assn. 
at Fond du Lac, Miss Marjorie Ras- 


ON VESTED 
BANK LOANS 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Southern California & Arizona Branch Office 
9935 Santa Monica Blvd., Beverly Hills, Calif. 


mussen was elected secretary-treas- 
urer to fill the unexpired term of C. C. 
Parker, who has been transferred to 
Ottawa, Canada. President A. P. Wel- 
lens, Fond du Lac, said the annual 
picnic would be held Aug. 15 at the 
Waupun County Park, and the next 
business meeting will be Sept. 10. 





Indianapolis A&S Agents Elect 

New officers of Indianapolis A&S 
Assn. are James Barbour, Continental 
Assurance, president; Howard Bull, 
Aetna Life, vice-president; Harry Gu- 
ion, Business Men’s Assurance, treas- 
urer, and Robert Osler, Rough Notes 
Co., secretary. 


Life, A&H Claims Assn. 


Is Organized at Detroit 


Life, Accident and Health Claims 
Assn. of Detroit has been organized 
with William D. Zell of National Cas- 
ualty as president. Other officers are: 
Vice-president, Linton Copeland, 
American Hospital-Medical Benefit; 
treasurer, Jack F. Noonan, Continental 
Casualty, and secretary, Lucille Wan- 
drey, National Casualty. 

The new association will discuss 
claim problems and promote a frater- 
nity among the members. Member- 
ships are on an individual basis with 
eligibility available to any company or 


person in the adjustment or claim 
investigation field for life or A&S 
companies. 


N. C. A&H Assn. Elects 
C. M. Hooper President 


North Carolina Assn. of A&H Un- 
derwriters has elected as _ president 
Charles M. Hooper, state manager of © 
World at Winston-Salem. 

Jack Wardlaw, local agent at Ral- 
eigh, was elected vice-president and 
Harry Schultz, Mutual Beenfit H.&A., 
Charlotte, was elected secretary. 











How to put knowledge to use 


sales procedures, unique and proved programming 
methods, prospecting and policyholder service. 


HE BEST life insurance sales procedures die on 

the vine unless they reach the man in the field. 
The important thing is to have practical facilities 
to pass along ideas, knowledge, and methods so 
that all men on the firing line have the opportunity 
to do top flight jobs. Connecticut Mutual’s educa- 
tion and training program is geared to do just this. 


Three formal study programs: Part I includes nine 
volumes of basic study for new agents; Part II is on 
programming and introduces business insurance; 
Part III covers taxes and business insurance and 
current problems in estate conservation and 
employee plans. 


Career Schools for new agents are held several 
times a year in Hartford. They cover salesmanship, 


Bw ew OXY 
vy 


Advanced Underwriting Forums are held periodi- 
cally throughout the country to give Connecticut 
Mutual representatives the latest developments in 
business insurance and estate and pension planning. 


Life Underwriter Training Council sponsors two- 
year courses in many cities. Connecticut Mutual 
provides scholarships covering a large part of the 
costs of these courses to build knowledge and skills. 


American College of Life Underwriters, since its 
founding, has had wholehearted support by 
Connecticut Mutual. More than 100 Connecticut 
Mutual people are CLUs and many more have 
passed one or more of the five examinations. 


.», The Connecticut Mutual 


LIFE INSURANCE COMPANY : HARTFORD 
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COMPANY & AGENCY CHANGES 





Travelers 

James D. Hostetter, San Diego, W. 
Scott Sherman Jr., Miami, and Kimball 
S. Green, Providence, have been pro- 
moted from field supervisors to as- 
sistant managers. 

Edmund F. Hutchinson and William 
F. Smith, assistant managers at Phil- 
adelphia and Charleston, N. C., re- 
spectively, have been transferred to 
heading, Pa., and Wheeling, W. Va. 

Agency service representatives ap- 
pointed field supervisors are Lynton 
G. Bauer, Denver; Milroy J. Beydler, 
New Orleans; Richard H. Hendricks, 
Manchester, N. H.; George T. Leddy 
and Burton I. Carlson, New York City; 
Robert C. Herklots, Providence; Bill H. 
Taylor, Dallas; John E. Shoop; Hous- 
ton; Samuel R. Meredith Jr., Rich- 
mond; Norman A. Gosslee, Seattle; J. 
Douglas Head, Toronto; Douglas C. 
McGillis, Montreal, and A. William 
Bailey, Philadelphia. 

Gordon S. Stevens, James B. Peter- 
son and John C. Colvin have been 
named field supervisors at New Hav- 


en, Jacksonville and South Bend, re- 
spectively. 

Field supervisors transferred are 
Wilfred W. Knight from Oklahoma 
City to Washington; Donald E. Clough 
from Manchester, N. H., to Buffalo, 
and Dennis L. Bales Jr. from Okla- 
homa City to Dallas. 

Appointed agency service represen- 
tatives were Ronald K. Ehrke, San 
Francisco; John F. Powell, Sioux City; 
Otis N. Harten Jr., Detroit, and Wil- 
liam M. Van Cleave, Nashville. 

The headquarters of Jackson G. 
Pollock, field supervisor, has been 
changed from Toronto to Hamilton; 
and the headquarters of Theodore R. 
Fehrenbach Jr., field supervisor, has 
been moved from San Antonio to 
Houston. 


Pan-American Life 


Bill Poole has been appointed gen- 
eral agent at Leesburg, Fla., with of- 
fices at 724 Park drive. Mr. Poole en- 
tered the business with a New York 
City brokerage office in 1940 and later 


joined Mutual of New York, where he 
qualified for Million Dollar Round 
Table. He is a CLU. 

Wiliard H. Swartzendruber has been 
appointed group underwriter and J. 
Vernon Richardson has been named 
manager of group issue. Mr. Swartz- 
endruber joined the company as an 
actuarial student in the group depart- 
ment in 1952 and has been group sales 
superintendent since last year. Mr. 
Richardson joined the group depart- 
ment in 1950 and has been service su- 
perintendent since 1951. 


Ohio National Life 


Roy D. Morris has been appointed 
general agent at Salem, Ore., succeed- 
ing A. J. Ullman, who has retired after 
37 years in insurance, 21 of them with 
Ohio National. Mr. Morris was former- 
ly district manager under Mr. Ullman 
and has been with the company since 
1948. He is president of Salem Life 
Underwriters Assn. 

Wiliam J. Schmid, who heads the 
civil division of Hamilton county 
prosecuting attorney’s office at Cin- 
cinnati, will resign that post to become 
assistant general counsel for Ohio 
National. His change is_ effective 
Sept. 1. 





























LNL’s Junior Estate Builder 
Popular Because— 


Is 


program. 


THE 


With Lincoln National’s Junior Estate 
Builder, insurance protection increases 
fivefold at 21, with no increase in pre- 
miums. This policy also provides: 
cash for college, marriage, or business ; 
an incentive toward thrift; a help in 
growing into grown-up responsibilities ; 
and a head-start on a lifetime insurance 


The popular Junior Estate Builder 
is another reason for our proud claim 
that LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 





Bankers Life of lowa 


Floyd T. Powell was appointed man- 
ager at Seattle, effective July 16, and 
Harold E. Watson will become manager 


H. E. Watson 


Floyd T. Powell 


of the newly established Erie (Pa.) 
agency Aug. |. Mr. Powell, field super- 
visor in the home office since 1955, 


succeeds Robert G. Engel, who has 
resigned. Mr. Watson previously was 
a supervisor in the Wigginton agency 
of the company at Pittsburgh. Between 
1951 and 1955 Mr. Powell was with 
the Los Angetes agency. Mr. Watson 
joined the company in 1950 and was 
appointed supervisor at Pittsburgh in 
1953. 


Prudential 

Bryan Wilson has been elected as- 
sistant treasurer. Mr. Wilson, senior 
personnel assistant in the personnel 
division since last year, joined the 
company as mortgage loan appraiser 
at Detroit in 1947. He has served in 
the treasurer’s department and as 
manager of the payroll and cashier’s 
divisions. 

William M. Rachel has been appoint- 
ed district manager at Paterson, N. J. 
Mr. Rachel, district manager in New- 
ark since 1953, joined the company at 
Newark in 1939 and later held regional 
posts. 


Fidelity Mutual Life 


Leon O. Meyer has been appointed 
general agent at Indianapolis. He en- 
tered the business in 1950 with Fidelity 
Mutual at Alton, Ill., and was advanc- 
ed to supervisor the following year. He 
is a director of Illinois Assn. of Life 
Underwriters and past president of the 
Alton association. 


Mutual Trust Life 

H. H. Harrison has been named Mu- 
tual Trust Life general agent in 
San Francisco. He joined the com- 
pany in 1955 as assistant agency man- 
ager with the Fred Livermore agency 
in Pamona. He will be located in the 
Flood building, 870 Market street, San 
Francisco. 


Great Southern Life 

Kenneth W. Messenger has _ been 
appointed manager of A&S sales. Mr. 
Messenger, who entered insurance 12 
years ago with Continental Casualty, 
has had considerable experience in the 
A&S field. He will start an A&S 
training program for Great Southern. 
The company is relatively new in the 
A&sS field. 

LINCOLN NATIONAL LIFE has ap- 
pointed C. Stanley Olson regional 
group manager at Seattle, succeeding 
Robert N. Latta, who assumes charge 
of the company’s group claims in the 
Seattle area. Mr. Olson joined Lincoln 
National in 1955. 
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- Wood, Struthers & Co., Inc. 
Established 1905 


J. William Middendorf 
30 Wall St., New York 5, N. Y. 


Telephone - WHitehall 3-7474 
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Protective Life 


Appointed general agents were A. 


T. Wood at Jasper, Ala., Alvin A. 
Cherry at Portsmouth, Va., Earl M. 
Pearson at Augusta, Ga., and Charles 
J. Jones at Columbus, Ga. Mr. Wood 
has been with Colonial Life & Acci- 
dent. Mr. Cherry was with Prudential. 
Mr. Pearson, lately in real estate, 
formerly was with Prudential and 
Carolina Life. Mr. Jones has been with 
Franklin Life. 


New York Life 


Thoms M. Flaherty has been pro- 
moted to manager of the underwriting 
division of the A&S department. Wal- 
ter Prager, an associate underwriter, 
replaces him as underwriter, and Ed- 
ward Jones, asssitant underwriter, be- 
comes associate underwriter. Mr. Fla- 
herty, with the company 30 years, has 
been an underwriter in the department 
since 1953. He is a past president of 
Society of LOMA Graduates. 


Security-Connecticut Life 


John J.. Keenan has been appointed 
assistant superintendent of agencies 
to supervise A&S expansion and help 
recruit and train general agents and 
managers. He has been with Pruden- 
tial for 15 years, most recently as as- 
sistant manager in New York City. 


Republic National Life 


Clarence J. Skelton has been named 
senior vice-president and co-ordinator 
of production planning. He joined the 





R. M. Wehrle C. J. Skelton 


company in 1934 and has been serving 
as vice-president in charge of the re- 
insurance division. Mr. Skelton has 
been active in the agency section of 
Texas Life Convention and has served 
on several committees of Life Insur- 
ance Agency Management Assn. and 
Home Office Life Underwriters’ Assn. 

Roy M. Wehrle, who has been vice- 
president and director of reinsurance 
field services, now assumes responsi- 
bility as vice-president in charge of the 
reinsurance division. His insurance 
career began in 1934 and includes a 
period of service with the West Vir- 
ginia Insurance Department. He joined 
Republic National in 1951. 


Bankers L. & C. 


Alfred H. Smith Jr. has joined the 
aviation and special risks department. 
Mr. Smith entered the A&S field in 
1938 with Continental Casualty. In 
1944 he was appointed A&S manager 
for Marsh & ‘McLennan at Chicago. 
Prior to joining Bankers, Mr. Smith 
was A&S manager for Rollins-Burdick- 
Hunter Co., Chicago. 


Ohio State Life 


George O. Walker has been appoint- 
ed general agent at Canton, O. Mr. 
Walker has been in insurance in Can- 
ton for 20 years and is a former 
district manager for the Pacific Mu- 
tual Life and general agent for Frank- 
lin Life. He is a national committee- 
man of Canton Life Underwriters Assn. 
and is a past president of the Canton 
and Ohio associations. 


SECURITY MUTUAL OF BING- 


HAMTON: Schiff & Strauss agency at 
Hempstead, N. Y., has named John G. 


ae Jr. assistant general agent. He en- 


tered the business with John Hancock. 
e 


Midland National Life 


Three men have been added to the 
home office agency staff. They are 
George R. Maxwell who becomes su- 
perintendent of agencies; Charles M. 
Enabnit who becomes assistant super- 
intendent of agencies, and William G. 
Coursey who has been named director 
of A&S sales. 

Mr. Enabnit, formerly general agent 
for the company at Casper, Wyo., is 
succeeded there by Paul F. Cavanagh, 
who was formerly with Pioneer Mu- 
tual Life. Mr. Maxwell has been home 
office field supervisor for Postal Life 
for the past 2% years. Mr. Coursey 
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The Guarantee 
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Non-Can 


formerly was managing director of In- 
ternational Assn. of A&H Under- 
writers. 

Other changes at the home office in- 
clude Kenneth H. Glaze, who has been 
promoted from agency secretary to ad- 
ministrative assistant, agency depart- 
ment. Marion L. Benton, who has been 
assistant to Mr. Glaze, has been ap- 
pointed agency secretary. 


Life of Georgia 


Mack Tucker Jr. has been promoted 
from staff manager to district mana- 
ger at Fort Smith, Ark., and A. C. 
Banks Jr. from staff manager in Sa- 
vannah, Ga., to district manager at 


Columbia, S. C. 

H. Gil King, district manager at Fort 
Smith, was transferred in the same ca- 
pacity to Baton Rouge, La. L. E. Comer, 
aistrict manager at Columbia, has 
joined the agency inspection staff at 
the home office. C. J. Hardy, staff man- 
ager at St. Petersburg, Fla., was ad- 
vanced to field supervisor in Miami. 


Liberty Life 

Thomas H. Robelot and E. F. Ran- 
dolph have been appointed director of 
combination agencies and director of 
group, respectively. Mr. Robelot has 
been with the company 19 years in 





Coverage 


Guarantee Mutual Life Company now extends its 
complete personal insurance coverage to the non- 


cancellable field. 


Two non-cancellable and guaranteed renewable 
to age 65 participating policies, providing four loss- 
of-time coveragés, are available to our field force 


and brokers. 


Full details of these policies will be given 


upon request. 


Merrill Mial, 
Superintendent, 
Accident & Sickness Dept. 
1805 Douglas Street 
Omaha 2, Nebraska 


Ralph E. Kiplinger, President 
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Connecticut Mutual 


Norris E. Williamson and DeWitt 
Jones Jr. have been named general 


various home office assignments, prin- 
cipally in the agency division, where 
he has served successively as agency 
supervisor, superintendent of agen- 
cies, and associate director of com- 
bination agencies. Mr. Randolph form- 
erly was in insurance in Wisconsin 
where he was a group supervisor. 

Another recent agency change is the 
appointment of L. R. Edwards as as- 
sistant director of combination agen- 
cies. He has been with Liberty Life 
since 1935 and has served in several 
home office and field positions. 





Franklin Life 


Lincoln B. Poletto has been appoint- 
ed general agent at Oakland, Cal. He 
entered the life 
business in 1950 
with Manhattan 


agents at Chicago and Denver, respec- 


Mr. Williamson, general agent at 
Denver for 13 years, succeeds James 
F. Ramsey, who died recently. Mr. Wil- 
~’ liamson in 1927 joined the Denver 
- agency which was founded by 
. father, W. W. Williamson, who is still 
active as associate general agent. Mr. 
Jones, assistant general agent at Den- 
_ ver since January, joined the company 
' at that city in 1946. 


Connecticut General 


Donald E. Tatum has been named 
manager at Pittsburgh. He joined the 
company in 1946 and has been broker- 


qualified for the © | 
Million Dollar / 
Round Table in ~*~ 
1955 and 1956. His | 
sales in 1954 to- | © 
taled $2,400,000 ~ 
and during 1955 
exceeded $3 mil- 
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More and more leisure time and American 
ingenuity have combined to make ‘“Do-It- 
Yourself” an industry of major proportions. 


WW 
_ 


WS 


me 


N 


SN 


\ 


XY 


_. 


\\ 


_ 


\ 


\\ 


_ 


But it won’t work with Life Insurance. 
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The advice and persuasion of a well-trained 
Agent are essential elements in our business 
so that Life Insurance, tailored to the indi- 
vidual, may perform its maximum services. 
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age manager at Cleveland since 1951. 
Gordon H. Olinger has been appoint- 
ed assistant superintendent of agencies. 
He joined the company in 1947 and has 
been manager at Cleveland. 
William N. Berson has been named 


brokerage manager at Cleveland. He 


joined the company in 1949 and has 


- been assistant superintendent of agen- 
~ cies. : 
Ross H. Fletcher has been appointed 


manager at Cleveland. He joined the 


company in 1953 as manager at Seattle. | 1 = 


Mervyn F. Perry has been named as- 
sistant brokerage manager at Cleve- 
land. He has been a technical con- 
sultant in the Boston brokerage agency 
since joining the company in 1954. 

E. Brayton Durfee has been appoint- 
ed group manager at Boston to succeed 
Ralph V. Farrel, who has retired after 
31 years service. Mr. Durfee, with the 
company since 1941, has been assistant 
district group manager at Boston since 


Occidental of California 


William H. Hall Jr., formerly with 
Northwestern National Life at Houston, 
has been named assistant brokerage 
manager there with Occidental. Mr. 
Hall has been in insurance for more 
than five years, including three years 


with American National Lfe. : 

Lewis A. Babbitt and J. E. Washing- - 
ton have been appointed general agents 
at Trenton, N. J., and Norfolk, Va., 














L. A. Babbitt J. E. Washington 


respectively. The agency at Trenton 
is the first one there for the company. 
The new office at Norfolk is the second 
general agency for the company in that 
city. Mr. Babbitt was formerly agency 
supervisor for Bankers Life of Iowa at 
Trenton. Mr. Washington has been in 
insurance at Norfolk for a number of 
years and formerly was with Pilot Life 
and American Life, as a general agent. 


UNION CENTRAL LIFE—Charles 
T. Brown has been appointed broker- 
age representative of the Charles B. 
Knight agency at New York. He has 
been with the agency five years, the 
last two as cashier, and was formerly 
manager of the agency’s Staten Island 
office. Martha Lassik, with the agency 
for 12 years, has been promoted from 
manager of policyholders service to 
cashier. 

- 





MANHA T- 
TAN LIFE has ap- 
pointed Stanton C. 
Seeba manager in 
San Francisco. He 
has been with 
Prudential in San 
Francisco for 14 
years. 


Stanton. C. Sheeba 








Group Men at Dallas 
Start Association 


Dallas Group Underwriters Assn., 
made up of group men headquartered 
in Dallas, has been formed. Ralph S. 
Harrington, Metropolitan Life, new 
president of the organization, said a 
membership campaign will be con- 
ducted soon. Membership is open to all 
field representatives who sell com- 
mercial group insurance and pensions. 

Other officers are Dwain F. Cook, 
New York Life, vice-president; Sedg- 
wick G. Gordon, Provident Life & Ac- 
cident, secretary, and Harry Owens, 
Great-West Life, treasurer. 





Life & Casualty of Tennessee has 
been licensed in Colorado, Arizona and 
New Mexico, bringing its operating ter- 
ritory to 18 states and District of Co- 
lumbia. 





Government Personnel Mutual Life 
has entered New Hampshire. R. S. 
Lewis has been appointed agency sec- 
retary of the company. 





California Life is entering Missouri. 
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32 Insurance Teachers 
Study at Home Offices 
on AAUTI Fellowships 


Thirty-two professors of insurance 
from U. S. colleges and universities 
have been awarded fellowships this 
summer under a cooperative program 
sponsored by American Assn. of Un- 
iversity Teachers of Insurance. 

Cooperating are American Mutual 
Alliance, Assn. of Casualty & Surety 
Companies, Health Insurance Assn. of 
America, LIAMA and National Board 
of Fire Underwriters. Laurence J. Ac- 
kerman, dean of University of Con- 
necticut’s school of business adminis- 
tration, is chairman of the coordinating 
committee which administers the pro- 
gram. 

Under the program, now in its sixth 
year, insurance teachers are given an 
opportunity to spend four to six weeks 
in insurance companies’ home offices 
studying policies, procedures and 
problems. Advantages from this on- 
the-spot personal contact and observa- 
tion benefit both the insurance busi- 
ness and the educators. 

Insurance professors assigned to life 
companies are James A. Chastain, 
Drake university, to Bankers Life of 
Iowa; Alfred C. Ellis, Southwestern 
Louisiana institute, Southwestern Life 
of Dallas; Robert A. Ford, University 
of Alabama, Provident Life & Acci- 
dent; John H. Hindle, Fairleigh Dick- 
inson college, Mutual Benefit Life; 
Richard V. Hooley, University of Ver- 
mont, New York Life; Jesse B. John- 
son, Louisiana State university, Equit- 
able Society; Dale C. Marcoux, Wash- 
burn university, Northwestern Nation- 
al Life, and Grant Osborn, University 
of Omaha, Massachusetts Mutual. 

Also, Salvatore J. Picillo, Upsala col- 
lege, to Bankers National Life; Nestor 
R. Roos, University of Arizona, Re- 
public National Life; Donald Scoles, 
University of Southern /(Calfornia, 
Prudential; H. W. Snider, Illinois 
Wesleyan unversity, John Hancock; 
Robert W. Strain, University of Texas, 
Rio Grande National Life of Dallas; 
Richard K. Stuart, University of 
Maine, New England Life; Robert 
Thistlewaite, Northern Illinois State 
college, and Salvatore Valentino, 
Creighton university, Continental As- 
surance; and James D. Watson, Uni- 
versity of Maryland, Monarch Life. 


Midland Mutual Life 


‘Millionaires’ Honored 


Seventeen Midland Mutual Life 
agents, each credited with putting $1 
million or more on the books, were in- 
ducted into the company’s Millionaire’s 
Club recently in a ceremony at Col- 
umbus, O. A number of other members 
of this club were honored at the com- 
pany’s golden jubilee convention re- 
cently at Old Point Comfort, Va. Pres- 
ident Chester O. Sullivan presented 
scrolls to the “millionaires.” Most of 
those honored have been with the 
company 25 years or longer, one man 
since 1907, which was just seven 
months after the company began busi- 
ness. 








Leading producers of Fidelity Life 
Assn. of Illinois have returned from 
a week long, all expense paid excur- 
= to Hamilton Lodge, Park Rapids, 

inn. 





Colonial Life has moved its Bridge- 
port, Conn., office from 945 Main street 
to larger and more modern quarters 
at 4271 Main street. 





Investment Life & Trust of Mullins, 
. C., a new company licensed to sell 
life, has increased its authorized capi- 
tal from $200,000 to $3 million and has 


applied to Securities & Exchange Com- 
mission for permission to sell 1.8 mil- 
lion shares to the public at $2 a share. 


United L. & A. Enters 


Life Field in Europe 


United Life & Accident has made its 
life policies available in Europe to mil- 
itary personnel, their dependents and 
American business men. This is the 
company’s initial entry into the life 
field outside the U. S. General agent 
for Europe is Joseph King, whose 
headquarters are in Frankfurt-Main, 
Germany. 





Minn. Teamsters Ask Full 


Rules Apply to Blue Cross 


ST. PAUL—The leaders of the team- 
sters union in Minnesota, meeting at 
Bemidji, adopted a resolution urging 
that Blue Cross and Blue Shield be 
made subject to the same laws as 
private insurance companies. The 
union men have suggested legislation 
be enacted to give the department such 
authority. 





Edward A. Fish, New England 
Mutual Life, Louisville, has been 
elected president of Kentucky CLU. 


Kaiser Heads Mutual Fund 


Specializing in Insurance 


Leland M. Kaiser has been elected 
president of Insurance Securities of 
Oakland, Cal., a mutual fund holding 
exclusively fire, casualty and life in- 
surance company stocks. Mr. Kaiser 
succeeds A. P. Leach, who becomes 
chairman of the board. Mr. Leach will 
be 83 July 27. 

Mr. Kaiser for 20 years has been 
partner of the investment banking firm 
of Kaiser & Co. and for some years 
has been vice-president of Insurance 
Securities, Inc. 
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Armchair generals are conspicuous by their absence 
among Home Office people at Minnesota Mutual 
Life! You'll find Minnesota Mutual men in the Field 
. .. giving shirt sleeve, down-to-earth help in front of 
. demonstrating how to get results with 
sales tools that have no peers in the industry. 


prospects . . 
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The “Star of the North” is the fastest growing mutual 
company because it has developed the plans and the 
tools to put a new man into production fast... keep’ 
a good man growing year after year . . . and move the 
best men into the unlimited frontiers of Advanced 


Underwriting. 


Typical presentations are Minnesota Mutual’s Suc- 
cess Bond Story, Mortgage Cancellation Plan and 
unique Business Insurance Proposal. Each is “trig- 
gered”’ by visual sales aids that really work ! 


Behind all this lies a higher-pay incentive contract 
incorporating an unusual combination of persistency 
fees. It guarantees greater return to the man who 
writes quality business. 


These are the reasons why the “Star of the North” 
shines as a guiding light to many a career underwriter 
who has found his place in the sun with... 


The A gent-Minded 
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EDITORIAL COMMENT 





SS Disability: a Political Con Game 


Sen. George of Georgia, who is lead- 
ing the fight to get disability benefits 
into the social security law, says that 
the disability program “will be liberal- 
ized and improved over the years, just 
as other parts of the social security law 
have been.” 

“Liberalized and improved’’. .. those 
words have an ominous sound for the 
insurance business. For the government 
is able to do what no private insurance 
company can do—it can “liberalize and 
improve” and then boost the premium 
rate to whatever level proves neces- 
sary, without the “policyholders” hav- 
ing any choice but to pay whatever 
rate is demanded. 

Rates that look adequate in times 
like the present, when jobs are plenti- 
ful and people would rather work than 
collect disability benefits, may prove 
shockingly inadequate during a busi- 
ness recession of even moderate seri- 
ousness. The life companies learned 
that lesson with total and permanent 
disability during the depresssion of the 
1930s, as has been frequently pointed 
out. 

Social security old age and survivors 
insurance is fairly immune to cheat- 
ing, even though a few people may 
succeed in falsifying their birth dates 
so as to retire earlier than they are 
entitled to. But disability attached to 
social security! What a happy hunting 
ground for the chiseler! 

Bad as the life companies’ experience 
was with disability, they’d at least had 
the benefit of a certain amount of un- 
derwriting precautions. Inspection re- 
ports alone kept the losses from being 
a lot worse. But the social security sys- 
tem won’t be able to do any selecting. 
The most flagrant faker can moan that 
his back is killing him and who can 
prove that it isn’t? 

Talk about the income tax laws in- 
viting dishonesty! Disability attached 
to social security would go far beyond 
the tax code in bringing out all the 
latent talents of the cheaters. More- 
over, it will be far safer to malinger 
than to short-change the government 
on the income tax. 

In its proposed form, the disability 
coverage that is proposed would not 
start until a covered worker had 
reached age 50. But it is safe to predict 
that one of the first ways in which the 
plan would be “liberalized and im- 
proved” will be to lower the eligibility 
age limit until it is eventually down to 
the age at which the worker takes his 








propriateness in age 50 as ‘the time 
when eligibility for disability payments 
should begin. If the coverage is sup- 
posed to supply a necd, the need may 
be just as great at ace 30 as at age 50. 
In fact, it would well be argued that a 
disabled worker in his 30s, whose chil- 
dren are’ presumably young and de- 
pendent, needs disability protection 
more acutely than the man of 50 or so, 
whose children are presumably either 
self-supporting or getting close to the 
age where they could support them- 
selves. 

The political appeal of a system of 
disability benefits is enormous. The 
huge costs, the impossibility of pre- 
dicting the experience, and all the oth- 
er danger signals that make any ex- 
perienced insurance man shudder will 
be either honestly misunderstood or 
wilfully ignored. The relatively trif- 
ling increase in the social security tax 
—one-quarter of 1%—will inevitably 
be taken as being a reasonably accurate 
measure of the probable costs. Yet one- 
quarter of 1% may be only a token 
down-payment on the eventual costs 
that now can’t even be guessed at. 

Not the least of the horrors of a 
disability program hitched on to social 
security will be the political abuses in 
determining who is and who is not en- 
titled to be considered “disabled” 
enough to start drawing income with- 
out waiting till retirement age. Then, 
when reasonably honest workers find 
out the kind of free-loaders their tax- 
es are supporting in shockingly in- 
creasing numbers, what incentive will 
there be to keep on working if one has 
any kind of real or fancied disability 
as his ticket to escape from both the 
need of working and the task of sup- 
porting the free-riders? “If you can’t 
lick ’em, join ’em” would be the 
natural reaction of many toward the 
growing army of malingerers. 

The attempt to sell this disability 
program to the American people as 
something beneficial is little short of 
a confidence game and like nearly ev- 
ery confidence game depends for its 
success on the larcenous instincts of 
the victim. The voter who is being 
wooed with this pie-in-the-sky scheme 
figures in the back of his mind that 
he’ll get more out of it than it costs 
him. He knows, if he has a lick of 
sense, that the plan will cost the gov- 
ernment more to administer than it 
would cost a private insurer, but be- 
cause there are wealthier people than 
he in the population, he figures that in 


saddled with so much more than their 
share of the cost that he’ll get a par- 
tially free ride-—as he could not hope 
to get from a private insurer. 

What he doesn’t know, of course, 
that the “rich people” are so relatively 
few and are already being taxed so 
heavily that even confiscatory taxa- 
tion couldn’t support a disability sys- 
tem plagued by malingerers, hypochon- 
driacs, and political plunderers. The 
voter who falls for this social security 
disability program will have only his 
own greed and stupidity to blame for 
the horrendous increases in taxes that 
he and his children will eventually be 
burdened with. No sympathy should be 
wasted on such confidence-game vic- 
tims. But it is a pity that the rest of 
the population should have to suffer, 
and along with them, the A&S insur- 
ance business. 


PERSONALS 


Horace W. Brower, president of 
Occidental Life of California, was 
recently elected a member of the Los 
Angeles Citizens Traffic & Transporta- 
tion committee and a_ director of 
Junior Achievement of Los Angeles, 
Inc. 


L. E. Throgmorton, Republic Na- 
tional Life vice-president and director 
of public services, has broken his 
previous record of speech-making. He 
has averaged one talk a day, every 
day for the past six months, a total 
of 184 speeches. 











E. J. Faulkner, president of Wood- 
men Accident & Life, has been re- 
elected chairman of the Lincoln city 
planning commission. 


Devereux C. Josephs, chairman of 
New York Life, as chairman of the 
President’s committee on education 
beyond the high school has appointed 
four subcommittees to study major 
problem areas. Miss Catherine B. 
Cleary, vice-president of First Wiscon- 
sin Trust Co. and a director of North- 
western Mutual, has been named to the 
subcommittee studying relationships 
between the federal government and 
education beyond the high school. She 
is the daughter of the late M. J. Cleary, 
president of Northwestern Mutual. 


LUTC Appoints Baugher 


Thomas B. Baugher has been ap- 
pointed administrative assistant at the 
headquarters staff of Life Underwrit- 
er Training Council. He entered the 
business with Berkshire Life at Balti- 
more in 1946 and was named super- 
visor in 1954. He is past president of 
Maryland Assn. of A&H Underwriters. 











Jefferson National Life has named 
Gourfain Cobb & Associates of Chicago 
the company’s new advertising 


first job. as 
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DEATHS 


H. LEE MINTON, 62, life and A&S 
manager of Travelers at Milwaukee 
since 1940, was 
fatally injured in 
a fall. He joined 
the company 32 
years ago and was 
assistant manager 
at Oklahoma: City 
before going to 
Milwaukee as as- 
sociate manager in 
1931. His son, H. 
Lee Minton Jr., is 
with the company 
at Eau Claire, Wis. 
Two sons-in-law 
also with Travelers are Owen S. 
Strand, field supervisor of life and 
A&S at Denver, and Robert Lang, Ap- 
pleton, Wis. 


H. O. STARK, with the Oklahoma 
insurance department for 48 years and 
life actuary for the department until 
his retirement last July, died at his 
home in Oklahoma City, just one day 
short of his 85th birthday. He joined 
the department as assistant commis- 
sioner in 1907 when Oklahoma 
achieved statehood. Mr. Stark, long 
respected as an insurance “watchdog,” 
was born in Illinois in 1871 on Inde- 
pendence Day. At the age of seven he 
went with his family to Texas by cov- 
ered wagon. He settled in Oklahoma 
in 1901. 


JOHN W. BEESON, 90, manager of 
Liberty National Life in Atlanta from 
1922 until he retired in 1953, died. Be- 
fore entering insurance, he was presi- 
dent of Meridian College in Mississippi 
for 30 years. 


THEODORE H. KOENIG, 52, assist- 
ant controller of Jefferson Standard 
Life since 1945, died at his home in 
Greensboro following a heart attack 
two days after the death of his mother, 
Mrs. Arthur C. Koenig. Mr. Koenig 
joined the accounting department in 
1924 and was promoted to assistant 
controller upon his return from air 
force service in World War II. 


VERE F. PENNELL, 57, retired dist- 
rict group sales manager of Prudential 
at Ft. Lauderdale, Fla., died at his 
home in that city after a long illness. 
He previously was regional group 
manager at Chicago. 


ERLING C. ROSHOLDT, 66, who re- 
tired last year as office manager of the 
medical division of Metropolitan Life 
after 49 years’ service, died of a cor- 
onary thrombosis at his home in 
Brooklyn, N. Y. 


LEON AVER, 70, formerly of Chi- 
cago and with New York Life for 35 
years, died in Los Angeles where he 
had been living the last 12 years. 








H. L. Minton 








First Pyramid Life of Arkansas has 
entered Hawaii. 
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Programming and Estate Analysis Market 
Will Double in Next 10 Years: Coolidge 


The number of families earning 
more than $7,500 annually, making up 
the real market 
for programming 
and estate analy- 
sis, will be dou- 
bled in the next 10 
years, Vice-presi- 
dent Robert B. 
Coolidge of Aetna 
Life told the final 
conference of 
Corps of Region- 
naires, national 
honor group, at 
Mackinac Island, 
j R. B. Coolidge Mich. 

Mr. Coolidge said that by 1965 there 
’ will be more families in the $7,500 to 
$10,000 category—the company’s ma- 
jor estate control plan market—than 
in any other income bracket. He noted 
that this year marks the 20th anniver- 

' sary of Aetna’s estate control plan. 

Pointing out that hundreds of mil- 
| lions of dollars of insurance have 
been sold with this plan, Mr. Coolidge 
said that it had proved successful by 
providing an effective service ap- 
1 proach, a sound and logical method of 
arranging present life insurance and 
buying net insurance, and a strong 
emotional appeal. 

While asserting his undiminished en- 
thusiasm for the estate control plan 
after 20 years, Mr. Coolidge warned 
against concluding that it was the be- 
ginning and end of the life insurance 
business. Rather, it should be the step- 
ping-stone to far greater and more re- 
warding opportunities in business in- 
surance, estate planning and other 
advanced fields. ; 

“There seems to be no limit to the 
usefulness and adaptability of life in- 
surance,” Mr. Coolidge concluded, ex- 
cept that of “our ability to apply life 
insurance solutions to the problems of 
an ever more complex society.” 

In the closing address, Karl W. H. 
Scholz, professor of economics at 
Wharton school of the University of 
Pennsylvania, told the regionnaires 
that the national economy has revealed 
its ability to grow in an orderly man- 
ner to meet the needs of the times. 

We have been able to adjust our 
dynamic economy to changing condi- 
tions without destroying the funda- 
mental human freedoms on which our 
economy rests, Mr. Scholz said. The 
“prophets of gloom” fail to realize that 
the boom and bust psychology of the 
past is yielding more and more to the 
belief in the possibilities of orderly 
adjustment to changing needs, he 
pointed out. 

Mr. Scholz cited such “built-in sta- 
bilizers” as unemployment compensa- 
tion, social security payments and farm 
price supports as one of the reasons for 
viewing the economic future optimis- 
tically. Public monetary, fiscal and tax 
policies may also be employed to main- 
tain stability and continue orderly 
growth, he added. 

A sales seminar, presided over by 
John K. Luther, assistant superinten- 
dent of agencies, presented a series of 
production tips. 

William H. Fryer, Detroit, paid trib- 
ute to the estate control plan. He said 
that 90% of his clients have originated 
from the plan’s approaches. There is 
no magic formula for success in life 
Insurance, but hard work and intelli- 
gent planning are the essential ingre- 
dients, he said. 

Miles A. Newburn, Shreveport, em- 
phasized the need for A&S protection 








to guard against the risks of sudden 
illness and disability. No greater serv- 
ice can be rendered a client than 
helping him to realize the conse- 
quences of an accident occurring to 
him without adequate funds to meet 
the emergency, Mr. Newburn said. 

James R. Taylor, St. Louis, termed 
the estate control plan his basic suc- 
cess tool. It is a method of approach 
and a pattern of discussion that en- 
ables an agent to make a client aware 
of his own life insurance problems, he 
pointed out. 

By use of the plan a prospect can 
realize in dollars and cents the eco- 
nomic chaos and misery which befall 
his widow and children if he were to 
die. Mr. Taylor said. The keynote of 
the plan is what the client needs, not 
what he will buy. 

Bruce D. Marshall, Detroit, had a 
good word for the cold convass. Re- 
ferred leads are one of the most effec- 
tive means of finding life insurance 
canvass challenging. Many cold can- 
vass calls will uncover life insurance 
needs he reported. 

Women represent a largely unsolic- 
ited market for life insurance, Milton 
J. Serkes, St. Louis, told the group. 
Men now purchase five times as much 
life insurance as women, but the ladies 
are not buying simply because they 
are not asked, he said. 

Women policy-buyers account for 
38% of his business and represent an 
expanding market for life insurance, 
Mr. Serkes reported. He cited security 
and retirement income as the chief 
motives women had for the purchase 
of life insurance. 

A good example of using life insur- 
ance to solve the complex problems 
of estate planning is the stock retire- 
ment plan, under which a close corpor- 
ation can redeem the stock of a de- 
ceased stockholder and free his estate 
of any tax liability for the stock, James 
M. Breytspraak, Memphis, said. He 
pointed out that a corporation can 
buy, own and pay the premiums on 
life insurance on a stockholder to be 
used to redeem enough of his holdings 
to pay funeral and probate expenses 
and death taxes. 

Glenn L. Felner, Chicago, concluded 
the sales seminar with a discussion of 
the need to properly motivate pros- 
pects to purchase life insurance. Al- 
though frequently a prospect is mo- 
tivated by cold analysis of his situation, 
often an appeal must be made to his 
emotions, he said. The agent must un- 
cover a need through logical analysis 
and then dramatize the situation ef- 
fectively through motivating stories, 
he said. 

George R. Bienfang Jr., Shreveport, 
stressed the need for control and plan- 
ning in the insurance business. Plan- 
ning ahead and establishing goals are 
important to success in the insurance 
field. 

e e e 

Thomas P. Williams Jr., Little Rock 
presented three coverage ideas which 
can serve as companion features of 
employee retirement plans, which now 
cover more than 22 millions persons, 
one-third of the nation’s work force. 
They are salary budget term protec- 
tion, personal benefit for the self-em- 
ployed and supplementary retirement 
income. 

M. W. McCutcheon, field supervisor 
in Detroit, emphasized the importance 
of follow-through in writing group in- 
surance. Keeping in close touch with 
group policyholders is the key to writ- 


ing increased coverage for them. Ask 
your estate analysis prospects who are 
employers about group insurance, he 
advised. Even if an employer has some 
group coverage, it probably isn’t com- 
plete, he said. 

“We must believe in the importance 
of our work,” Carl A. Fuess, general 
agent at Memphis, said. To make a 
client out of a prospect we must be 
sold ourselves, we must believe we 
are doing the most important thing in 
the world, he said. The basic message 
of the estate control plan is that few 
people have adequate protection for 
their families, Mr. Fuess pointed out. 
He termed the plan a “tremendous” 
value to the agent. 

Frank R. Neuman, Grand Rapids 
enumerated some of the advantages to 
both employers and employees of the 
new split dollar level premium plan. 
Employers like the plan because it en- 
ables them to give exeuctives the 
equivalent of a salary increase at no 
cost to themselves. 

Employees are attracted to the level 
premium split dollar plan because it 
provides them with life insurance at a 
low cost to them, Mr. Neuman pointed 
out. The plan amounts to a tax-free 
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raise in income for employees, he said. 

Stanley E. Smithson, Little Rock, 
recommended motivating the business- 
man by alerting him to the possibilities 
of what could happen to his business 
in the event of his death. He cited the 
need to provide businessmen the right 
kind of insurance—that kind that best 
meets their business and _ personal 
needs. 

Other regional meetings of Corps 
of Regionnaires were held earlier this 
summer at Spring Lake, N.J., Colorado 
Springs and Murray Bay, Quebec, with 
President Henry S. Beers addressing 
all three. He lauded the agents for 
their 1955 ordinary sales of $450 mil- 
lion, up 22%, and noted the “over- 
whelming importance” of individual 
life production to Aetna. He said a 
“healthy, profitable and growing busi- 
ness in this field constitutes a basic 
foundation for our whole multiple line 
insurance organization.” 





Donald L. Wulz has been named 
manager of a New York Life new 
branch at Clayton, Mo. Mr. Wulz, man- 
ager at Toledo since 1952, joined the 
company at Milwaukee in 1947, ad- 
vancing to assistant manager in 1949 
and associate manager in 1951. 











1934, the Equitable Life of 


Iowa has recognized, by its Master Agency 
Builder award, pre-eminence among its general 
agents in matters of organization, production, 
conservation, average size policy, and other 
major factors of agency building. Once attained, 
the Master Agency Builder award cannot again 
be’ won until three other general agents have 
subsequently qualified for the award. 


V. Webner Wiedemann, general agent in San 
Francisco since 1940, Master Agency Builder 
award winner of 1956, qualified for that rank- 







— 


ing Company honor in 1949. The San Francisco 
agency, under Mr. Wiedmann’s direction, has 
become one of the Equitable Life of Iowa’s 
Sagi Strong agency organizations. 
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National Union Loses 
Fla. License Renewal 


National Union Life of Alabama has 
lost its license to do business in Florida 
but will continue to service its policy- 
holders in the state. Insurance Com- 
missioner Larson of Florida said the 
license was refused as of June 1 be- 
cause the company was late in filing a 
report on its financial status. 

Although the company did file its 
report a few days after the deadline, 
Commissioner Larson said, a subse- 
quent investigation reaffirmed the re- 


fusal to renew the license. Two Florida 
insurance department officials, who 
went to Montgomery to check Nation- 
al Union’s statements, recommended 
that the denial be kept in force on 
grounds that the company’s invest- 
ment program was not in order. 

Commissioner Larson said he was 
not sure whether the license can be 
renewed, even if the company revises 
its investments to meet Florida speci- 
fications. 





Interstate Life has moved its home 
office from Dallas to Houston where 
it plans to build a skyscraper. 
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Home Life Holds Meet 


on Management Problems 


Thirty assistant managers and field 
assistants of Home Life met for a 5- 
day seminar at Princeton, N. J., as 
part of the management development 
program. Practical techniques of train- 
ing and direction were stressed, and an 
informal exchange of views on mana- 
gement problems was featured. 

President William P. Worthington 
discussed the importance of human re- 
lations in agency management. Master- 
ing all technical aspects of life insur- 
ance may help a person get ahead, but 
learning about people is the only way 
to assure success. 

“Successful management depends on 
your basic judgment of men plus abil- 
ity to enthuse, inspire and to lead,” 
Mr. Worthington said. “A successful 
manager loses himself in his men and 
in the success of his men. He doesn’t 
concentrate on the attainment of his 
own goals; he discovers the hopes and 
aspirations of his men and helps to 
achieve them.” 

John H. Evans, vice-president-sales, 
said the successful assistant manager 
must be completely unselfish in deal- 
ings with his men. He must be able 
to teach, motivate and organize. He 
should be a good financial manager 


and be able to attract and select the 
right men. The agency that stops re- 
cruiting, like the agent who stops ex- 
panding his clientele, will soon be out 
of business, Mr. Evans said. 

Seminar chairman was John W. 
Langdon, manager of agencies, who 
conducted sessions on such subjects 
as in-office training, coaching on the 
job and_ self-development. 
speakers included Alan B. Doran, as- 
sistant vice-president; William W. 
Stewart, manager of agencies; Charles 
A. Murphy, executive assistant; James 
Hart, group field assistant, and Ray- 
mond S. Maechtel, business insurance 
and pension manager. 





N. C. Advisory Board Names Two 

North Carolina Insurance Advisory 
Board has appointed H. P. Mobley, lo- 
cal agent at Williamston, and Max 
Welborn of Yadkinville to three year 
terms. They replace Edwin Pou of 
Raleigh and Peter Hariston of Mock- 
ville, both of whom resigned to serve 
in a special session of the North Caro- 
lina legislature. 





D. D. Budd has resigned as presi- 
dent of Southwest Reserve Life due to’ 
bad health and is succeeded by W. 
Lambert Ballard, executive vice-presi- 
dent since 1945. 
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Berkshire brings you opportunities . . . as never before in the history of the 
industry . . . to increase your volume in the lucrative, mushrooming juvenile 
market! Seven new low-cost “J-15” plans with $5,000 minimums, together with 
nine $1,000 minimum plans, make our Juvenile range among the most com- 
plete, flexible and price-appealing in the entire industry. There’s a saleable 
juvenile “special” for every prospect: “5 for 1 at 21” Progressive Security; Life 
Paid Up at 65; 20 Pay Life; 20 Year Cash Benefit; Cash Benefit at 18; Cash 
Benefit at 65; 20 Pay Cash Benefit at 65. See the Berkshire General Agent near- 


est you for all the interesting details on how you can get your share of this market. 
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Using a model program that con- 
tains some unfulfilled objectives keeps 
the prospect from feeling discouraged 
at his own inability to effect all he’d 
like to with his insurance program, 
Clarence E. P. Crauer, Northwestern 
Mutual, Poughkeepsie, N. Y., said in 
his talk on basic selling techniques at 
the 1956 Million Dollar Round Table 
cruise convention aboard the Kungs- 
holm. His talk is reproduced here sub- 
stantially as he gave it, except for his 
opening and closing comments. 


. As to prospects, I have more real 
good ones than I can possibly handle. It 
is actually difficult to keep up with the 
referred leads I have available and 
still see the old policyholders that I 
should. This is primarily due to the 
fact that I have written about a hun- 
dred lives every year for a long per- 
iod of time. With the spread that gives 
you, you can’t help but have a con- 
tinuous source of referred leads. Be- 
sides that, I am sponsor of the Wel- 
come Wagon in my town, and with a 
couple of new plants opening up, we 
have had, in our area, a tremendous in- 
flux of excellent prospects. 

In my own humble way, I can ap- 
appreciate the situation of Secretary 
Benson and the federal government 
with the farm surplus problem. By 
temperament, I guess I am like the old 
fire horse that, even after he was put 
out to pasture, whenever he heard a 
bell ring, he wanted to run to the fire. 
When I get new prospects, I want to 
go see them. If I can’t find time to 
see them, I get jittery. I get that aw- 
ful frustrated feeling—I’m glad to say 
I did find a solution to this problem. 
Although it diverges from the ac- 
tual topic of my basic method of op- 
eration, I think it is important enough 
to tell you about briefly. 

My solution fo this problem of too 
many prospects was to take in with 
me a young associate. He is 20 years 
my junior, and just a natural salesman. 
I turn over to him virtually all of the 
Welcome Wagon leads on the young- 
er men. As a result, all of this busi- 
ness is coming to my office instead of 
going to someone else’s and being lost 
to me forever. I make some commis- 
sion, and my name is continuing to 
spread in those corporations that are 
expanding and where I like to be 
widely known. My associate also has 
turned up some nice larger cases on 
which I went with him. They, inci- 
dentally, were ones that I otherwise 
would probably have not known about 
until it was too late. The setup also 
frees me to spend more time on estate 
planning with my own larger clients. 
However, please don’t get the im- 
pression that it has been a one-way 
Street. Herb, my associate, has gotten 
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Produce smart printed promotions is to use 
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started in the business more quickly 
and easily than he would have other- 
wise. It has been an awfully pleasant 
arrangement from which everyone has 
benefited. The client got better service 
because we could pinch hit for each 
other, and I feel convinced we have 
both written more business than we 
would have done as individuals. 
However, to return to my day to day 
sales procedure, and be specific, let 
us say that I have the name of Joe 
Doaks referred to me by my new cli- 
ent, John Smith, and that Smith has 
permitted me to use his name. I send 
my new prospect a letter stating that 
he has been mentioned to me by John 


‘Model Program with Some Aims Unattained 
Keeps Prospect from Feeling Discouraged 


Smith for whom I have recently done 
some work, and that I would like to 
meet him, and so and so on. 

A few evenings later, I will phone 
him. When I start my phoning I have 
at my elbow a sheet of paper that has 
listed on it some good clients of mine. 
They are listed in categories as to 
various departments in which they 
work in the corporation where Doaks 
is employed. By having them listed in 
front of me, I can mention the names 
I want, when I want, without fumbling 
in my memory. 

Upon reaching my prospect on the 
phone, the conversation will be some- 
thing like this—‘‘Good evening, Mr. 





Doaks. This is Clarence Crauer. I 
wrote to you a few days ago. You will 
recall I had an introduction to you 
from John Smith. Have you talked 
with John at all since you received 
my letter?” Invariably, I find that he 
complains he has been busy and hasn’t 
had a chance to ask John Smith any- 
thing about me. My reply is something 
along this basis: “I know, Mr. Doaks, 
when you get down to that lab of yours 
you are up to your ears in work every 
minute, and there is little time to think 
anything of your personal affairs. I do 
so much work with fellows in your 
place that I am deeply appreciative of 
what you are up against. Since you 
haven’t had a chance to see John 
Smith, I might mention some other 
fellows at your place who are clients of 
mine, and I would be delighted if you 
would ask any of them about the work 
I have done for them.” At this point 
I switch the conversation back to him 
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the life underwriters of the Provident our appreciation 
for another outstanding record. Ordinary life insurance 
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personally, and try to get a date for 
an appointment. 

Parenthetically, I might tell you that 
the clients I mentioned to my new 
prospect were men who are equal in 
status to him, or a step or two above 
him. 

You may question the wisdom of 
my pulling into the conversation these 


other clients when I had a specific 
introduction to Doaks from John 
Smith. However, suppose your were 
being called on the phone by a sales- 
man, wouldn’t you be more inclined 
to give him an interview if you found 
that four or five of your associates had 
done business with him instead of just 
the one friend who gave him your 
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name in the first place. I think you 
would. At any rate, I like to impress 
this new prospect of mine wth the fact 
that I do a lot of business in his place. 
I just feel that it gives me a little 
more prestige with him. 

If my telephone call results in an in- 
terview, I have no problem. I can go 
see Doaks at the appointed time. How- 
ever, if I don’t get an appointment, 
I qualify Doaks in my own mind as to 
whether he is a prospect or not for 
the future. If I believe that he is, I 
write to him the next day, thanking 
him for chatting with me, and reiterat- 
ing when he said to call him again. 
Twice, now, he has had my letter- 
head before him in a few days. Both 
letters were typed on my IBM Ex- 
ecutive typewriter, and, thanks to my 
most competent secretary, were really 
eye-catching. 

On the assumption that Doaks said 
he would like to see me later this year, 
he goes on what we call in my office, 
the “one year mail list.”” This is dif- 
ferent than my routine advertising 
mail to policyholders and old pros- 
pects. Each month he gets a Crow’s 
Nest blotter and a different letter, if 
you could call it a letter. Each of these 
letter type of mailings has something 
about life insurance. Some are in a 
rather humorous vein. I have these 
printed in twelve sets, so that I have 
one for each month. 

The reaction has been splendid. I 
have gotten some interesting comments 
from recipients. But, regardless of what 
he thinks of them, he isn’t able to for- 
get that fellow “Crauer’ who called 
him and who is going to call again, be- 
“cause every month he is getting some- 
thing. At the end of one year, if I 
haven’t been able to do business with 
him, he goes off this mailing list. He is 
either discarded as a prospect, or put 
on some standard mail list of mine, if, 
in my judgment, he still is worthy of 
cultivation. 

However, suppose I get an appoint- 
ment with Doaks. In this part of my 
method of operation, there is one point 
I would like to emphasize strongly. It 
is a must, as far as I am concerned, 
that I have with me on this first in- 
terview, a model program to show my 
new prospect. 

In any ball game, you can’t start 
running the bases until you have first 
hit the ball. 

So, when I see Doaks, I am not in- 
terested in trivialities or small talk, 
and wasting his time or my own. I 
want to talk about life insurance and 
his problems. Therefore, I want some 
automatic way to open the interview 
and get it under way quickly. By trial 
and error, I have found that I need 
something to show him, something that 
will rivet his attention; get us off gen- 
eralities and into the interview on the 
basis upon which I wish it. 

I am convinced that a model pro- 
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gram is the best device to use. I don’t 
use my own program because that 
would get into the estate planning as- 
pect too much, and we are discussing 
today only basic run of the mill in- 
surance prospects. I don’t want any 
commercial or company-produced vis- 
ual aid affair. They may be all right 
for some things, but they are too 
“canned” and pat for what I want. I 
want something personalized and tied 
to my specific method of operation. 

Instead, I use as a model an actual 
case that is more near an average of 
my usual and run-of-the-mill pros- 
pects. As a matter of fact, I have 
picked a case where the client was not 
able to accomplish all that he wanted 
done. I actually point this out to my 
new prospect as I show him this illus- 
trative material of the work I do for 
clients. It gives me a chance to point 
out that, although the fellow was not 
able to complete his program, he does 
now have a track to run on and knows 
what his next purchase of insurance 
is going to do. I think this is good psy- 


chology. I don’t want this new man‘ 


scared off before talking further with 
me because he thinks he may have to 
do more than he can do at the moment, 

Be that as it may, I have never had 
an unfavorable reaction to showing this 
model of the type of work that I do. 
Everyone has been curious enough to 
look—and while they were looking, 
their attention was where I wanted it 
to be. What is more, I hope I have im- 
pressed my new prospect with the fact 
that I doa thorough and competent job 
for a client. My model program can 
scream it at him louder than I could 
tell him—because that might seem 
boastful, mightn’t it? 

Having gone this far, it is easy and 
natural to swing into the next step— 
the real fact-finding interview. Ah, and 
here is he crux of the sale! ,Ten years 
ago, when I got out of the army and 
re-entered the life insurance business, 
my general agent helped me to revise 
some of my previous sales methods and 
he thoroughly impressed me with the 
importance of the fact-finding inter- 
view. I shall be eternally grateful to 
him for forcing on me this key to in- 
creasing sales. Any cases that I have 
bobbled in the intervening years were 
those where I didn’t get all of the in- 
formation that I should have in the 
fact-finding stage of the case. On the 
contrary, I have had the most grati- 
fying successes where I probed to find 
all of the information that I could. 

I have one classic case that I must 
tell you. It illustrates so well the point 
that I am trying to make—and the joke 
of it is all on me.—Through an intro- 
duction from a client, I called on 4 
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young man who was married and had 
two children. He looked a likely pros- 
pect for an average program job. On 
seeing him I found he had just pur- 
chased a $10,000 policy from another 
company for no other reason than that 
he thought he should own a little per- 
sonal life insurance. He became real 
interested in my model program ex- 
position, but explained that he didn’ 
really need life insurance because he 
would be very wealthy in the future 
Some more questioning brought forth 
an amazing set of facts, and there wa 
no doubt but that I was working with 
a man who was really well off estate- 
wise, although currently he had only 
his own earned income on which 
operate and live. In a series of othe! 
interviews, I developed a real estat 
case. Ultimately, nearly $400,000 of life 
insurance was placed on this young 
man. Now, where the joke on me co! 

in, was that I didn’t write the busi 
ness. Through a set of circumstanc 


in 1947. 
Mr. Re 
1887, and 
Illinois C 
1909. Fro 
master it 
circuit co 
law sectio 
gress, 


W.0O.W 
Georgi 

Woodm 
divided / 
three terr 
has appoii 

H.C. F 
of Georgi: 
north Geo 
ta. M. P. I 
ant manas 
Manager a 
mer distric 
ager of so 
at Albany. 

M. E. I 








. 1956 








don’t 
» that 
ng as- 
ussing 
ill in- 
it any 
d vis- 
_ right 
‘e too 
rant. I 
d tied 
ration. 
actual 
age of 
pros- 
have 
as not 
vanted 
to my 
- illus- 
do for 
point 
as not 
e does 
knows 
irance 
d psy- 


7 man! 
r with | 
ave to | 


ment. 
er had 
1g this 
, I do. 
igh to 
oking, 
ited it 
ye im- 
.e fact 
nt job 
m can 





could 
seem 





















July 20, 1956 


LIFE INSURANCE EDITION 








17 








the case got into the hands of the fam- 
ily lawyers and trust officers in a 
large city, and they, it seems had 
friends in the life insurance business. 
To the best of my knowledge, this is 
the largest case on record that any 
Round Table member has admitted to 
not writing. But I think you can see the 
importance of the point I make when I 
say that fact-finding is an all-import- 
ant part of the sales procedure. 

As to the final stages of my sales 
operation, namely, the preparation and 
presentation of my plan, they are 
mainly routine. If the fact-finding in- 
terview has been well conducted, there 
shouldn’t be too much difficulty in a 
successful closing. 

However, I will mention in passing, 
that I have developed a series of para- 
graphs or statements that I use in pre- 
paring and writing up my case. They 
concern comments I wish to make or 
beneficiary arrangements I wish to 
use. They are all numbered and coded, 
and my secretary has a similar series. 
So, after I think through my case and 
decide what I want to do, I need only 
write out on scratch-paper some num- 
bers and figures for my secretary, and 
shortly, I will have my case back on 
my desk all prepared for presentation 
to my prospect. 


FRATERNALS 


Aid Assn., Lutherans, 
Elects Rentner President 


Otto C. Rentner has been named 
president of Aid Assn. for Lutherans, 
succeeding Le Roy G. Stohlman, who 
died July 3. The selection of the new 
president was made at a special meet- 
ing of the A. A. L. directors in Chi- 
cago where they convened recently for 
a sales conference commemorating the 
association’s recent attainment of $1 
billion of insurance in force. 

Mr. Rentner becomes the fourth 
president of the 54 year old company. 
G. D. Ziegler, now board chairman 
emeritus, was the president from the 
founding of the association in 1902 
until 1933; Alex O. Benz, now board 
chairman, was president from 1934 to 
1952. The late Mr. Stohlman became 
president in 1953. 

Mr. Rentner has been active in the 
association since 1909 when he joined 
the newly founded Illinois state fed- 
eration of Aid Association for Luther- 
ans. In 1917, Mr. Rentner was elected 
a national director and general counsel 
of the asociation. He became full time 
Ist vice-president and general counsel 
in 1947. 

Mr. Rentner was born in Chicago in 
1887, and received a law degree from 
Illinois College of Law, Chicago,.in 
1909. From 1927 to 1948 he served as 
master in chancery of Cook county 
circuit court at Chicago. He is in the 
law section of National-Fraternal Con- 
gress. 


W.O.W. Divides Alabama, 


Georgia into Territories 


_Woodmen of the World, Omaha, has 
divided Alabama and Georgia into 
three territories each and as a result 
has appointed six state managers. 

H. C. Fabian, former state manager 
of Georgia, is now state manager for 
North Georgia, headquarters at Atlan- 
ta. M. P. Laster, former Georgia assist- 
ant manager, is now middle Georgia 
Manager at Macon. R. E. Cullom, for- 
mer district manager is now state man- 
ager of south Georgia, headquartered 
at Albany. 

M. E. Kilpatrick, former Alabama 














manager, is now central Alabama man- 
ager, headquartered at Birmingham. 
H. N. Ligon, former assistant Alabama 
manager, is now north Alabama man- 
ager, headquartered at Florence. Evans 
C. Evans, former Michigan-Indiana 
manager, now manages the south Ala- 
bama territory. 





Maccabees Introduces 
Whole Life Special Plan 


Maccabees is writing a whole life 
special plan with minimum issue of 
$10,000 for males and $5,000 for wo- 


men. The plan is based on the CSO 
table with 3% interest assumption. It 
will be written sub-standard. 

New disability rates of the society 
will apply to the new whole life spec- 
ial plan an also to the company’s 20- 
pay life preferred plan and whole life 
preferred plan, both of which have a 
minimum issue of $2,500. 


W.O.W. Degree Teams 


to Compete at Cincinnati 


Cincinnati has been selected as the 
site for Woodmen of the World na- 





tional degree team championship Aug. 
18, with competition being held at the 
Netherland Hilton hotel. Appoximately 
250 persons, including national officials 
of the society, will attend. Four teams 
will compete for trophies and for the 
honor of exemplifying the ritualistic 
floor work of Woodcraft’s protection 
degree at the society’s national conven- 
tion in 1957. Teams competing will be 
from Kannapolis, N. C.; Omaha, Neb.; : 
Knoxville, Tenn., and Roanoke, Va. 
Cincinnati was picked ‘as the contest 
city after a visit there bv E. F. How- 
ell, commanding general of the so- 
ciety’s uniform rank. 











THE MACCABEES 


-@ Life  Irsurvance Society 
The Maccabees Building e Detroit 2, Michigan 
Offices in principal cities of the United States and Canada 


There’s something special about a Maccabees Agent 
He'll 

“GO GLACIER 
in 57!" 


The Maccabees Agent is preparing to qualify for 

an all-expense-paid trip to The Maccabees 1957 Sales 
Convention at Glacier National Park in the Montana 
Rockies. « When he ‘“‘Goes Glacier in ’57,’’ he’ll stay 

at the luxurious Many Glacier Hotel during convention 
days, June 17-21. He’ll have time to take in the 
recreational and sight-seeing opportunities this beautiful 
locale offers, as well as participate in all the 
convention activities. « If you’d like to ‘““Go Glacier in 
‘57,” write to Robert O. Shepler, Field Director. 
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Yes! Every store, office, plant and business firm in your terri- 
tory employing 10, 15, 25—even as few as 5* people—can now 
qualify for Group Hospitalization, Surgical Procedure, Polio 
and Life insurance coverage under the L & C Bantam Group 
Insurance plan. Think what this can mean to you in added 


Where formerly only big businesses enjoyed this coverage, 
today you can offer thousands of smaller firms Group Insur- 


ance Coverage under the L & C Bantam plan with the backing 
and reputation of this Billion Dollar company! 
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Please send at once: 


Name 


Group Insurance Division 
LIFE and CASUALTY INSURANCE COMPANY 
Nashville, Tennessee 
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O Folder on Bantam Group Insurance 
O Brochure on Regular Group Insurance 





... through Life and Casualty BANTAM GROUP INSURANCE 


We'll help you sell Big Business too! Now both large and small 
business firms can avail themselves of L & C Group Insurance 
Coverage. And we will help you sell them! L & C rates are 
competitive, our simple administrative procedure cuts “red 
and the unusual flexibility of L & C coverage makes 
our Regular or Bantam Group Insurance of interest to every 
firm. Write or mail the coupon for FREE descriptive literature 
TODAY. No obligation. 
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RECORDS 


UNITED BENEFIT LIFE—The an- 
nual “Billion: Dollar Day” on July 6 
netted a total of more than $6.5 million 
in new life production, one of the high- 
est single day totals ever. Company of- 
ficers remained at the home office in 
Omaha with President N. Murray 
Longworth until well after midnight, 
receiving and recording wires and 
telephone messages from field forces 
as far away as the Hawaiian Islands. 
The “Billion Dollar Day” became an 
annual promotion event in 1953 when 
United of Omaha joined the group of 
companies with more than $1 billion 
of life insurance in force. Since then, 
the company has added more than 
$500 million to its total and now ranks 
in the top 4% of all life companies. 

BUSINESS MEN’S ASSURANCE— 
Paid for business during the first half 
of 1956 totaled $137,590,350, an increase 
of 26.8% over the same period a year 
ago. Insurance in force as of June 30 





was $1,074,922,140, an increase of 
16.5%. On the same date last year 
insurance in force was $922,928,849. 

B. M. A.’s income for the first half 
of this year was $24,599,167, an in- 
crease of 8.4%. The company’s assets 
increased 7.7%. Payments to policy- 
holders in the first six month period 
amounted to $11,404,203, an increase 
of 8.6%. B. M. A. also recently entered 
Mississippi, making it a total of 38 
states, the District of Columbia and 
Hawaii in which the company is 
licensed. 


COLUMBUS MUTUAL LIFE—Life 
sales amounted to $10,362,723 during 
a special president’s month campaign 
in June honoring Frederick E. Jones, 
the company’s new president. It was 
the greatest single month ever for the 
company with sales amounting to more 
than the total sold during entire 1942. 

Sidney Sklarew, New Brunswick, 
N. J., produced $699,754 in June, lead- 
ing the field. Mr. Sklarew’s agency 
also ranked first with a production of 
$853,607. It was the largest total ever 
recorded by an agency for a single 
month. Eight other agencies of the 
company exceeded $400,000 in new 














WANT ADS 


Rates—$20 per inch per insertion—1 inch mini- 
mum—sold in units of half-inches. Limit—40 words 
per inch. Deadline 5 P. M. Friday in Chicago office 
—175 W. Jackson Blvd. Individuals placing ads are 
requested to make payment in advance. 
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WANTED 
LIFE MANAGER 


Young man to manage Life Department for 
long established Chicago South suburban agen- 
cy. Liberal allowance plus commissions. Prefer 
some sales experience. Address Box N-50, The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 











management and home office. 


Correspondence confidential. 


SALES DIRECTOR 
FOR 
Aggressive stock legal reserve company with Home Office in Chi- 
cago, writing Life and A. and S. Company now operates in Illinois 
and will enter other states. This well established company is under 
sound, progressive management and has ample capital and surplus 
to support a healthy development program. 


The man we want must like a challenge—be familiar with insurance 
sales in the general Mid-West area—be between 35 and 45 years 
of age preferably—have a college education—be a proven per- 
sonal producer—have a successful employing, training and agency 
production record. Can count on complete support of agency minded 


Compensation open but will be both salary and valuable stock 
option. Please furnish qualifications and experience statement. 


Write Box N-41, c/o The National Underwriter Co. 
175 W. Jackson Blvd., Chicago 4, Illinois. 





business during the contest month. As 
of June 30, the company’s total in 
force exceeded $431 million. 


REPUBLIC NATIONAL LIFE—A 
total of $3,581,297 life business was 
sold in one day honoring President T. 
P. Beasley on his birthday, June 29. 
Between 7 a.m. and 11 p.m. that day 
all branches of the company conducted 
a “marathon” which broke all com- 
pany records for a single day. The 
leading agency was the Houston 
branch, under the managership of A. 
W. Lowery, which reported $605,000 
for the day. 


MANHATTAN LIFE—Sales in the 
first six months totaled a record $95,- 
604,555, up 34%. Insurance in force 
rose to a peak $702,828,678. 


PHILADELPHIA LIFE sales in the 
first six months totaled $40,140,672, 
up 24%, and insurance in force rose to 
$304 million. Average policy size in- 
creased and mortality was favorable. 


Marks agency of 
new England Life in 
New York City in 
the first six months 
sold a_ record $13 
* million, which includ- 
ed a small amount of 
term and no _ group. 
The agency is ex- 
panding so_ rapidly 
that the floor of of- 
fices at 1 East 47th 


OHIO NATIONAL RECORD 





Rey Dodson, right, new president of 
Ohio National Life, is congratulated by 
Grant Westgate, agency vice-president, 
at the conclusion of a successful June 
contest which netted a record breaking 
$21,158,282 in new business. June pro- 
duction was a tribute to Mr. Dodson in 


a contest entitled “Round-the-World 
for Rey.” Forty-three general agencies 
exceeded their assigned quotas and 69 
agents had personal production of over 
$100,000 each for the month. 


NEW ENGLAND LIFE ordinary life 
sales in the first six months totaled 
a record $360 million, up 30%, and 
were greater than any year before 
1952. In June, sales by 23 general age- 
ncies topped $1 million, while five ex- 
ceeded $2 million. 


Cc tock agency of American United Life, 





street is inadequate 
An _ additional 17,700 
square feet is sought 
on another floor. 





David Marks Jr. 


Indianapolis, had an average production of 
$340,935 for each of its nine full-time agents 
in the first six months of this year. Joseph 
F. Boots, produced more than $1 million in life 
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business in his first year as an agent. 








CALIFORNIA 


ILLINOIS (Cont.) B 








COATES, HERFURTH & 
ENGLAND 


CONSULTING ACTUARIES 











CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 
332 S. Michigan Ave. Chicago 4, IIl. 























ACTUARIES 
Insurance Company 
Management Consultants 
RICHMOND ATLANTA NEW YORK 











San Francisco Denver Los Angeles Telephone WAbash 2-3575 
GA.-VA.-N.Y. IOWA 
BOWLES, ANDREWS & TOWNE]|| || TAYIOR AND TAYIOR 


CONSULTING ACTUARIAL AND 
IBM STATISTICAL SERVICE 


814 American Bldg. 
Cedar Rapids, lowal} 








Home Office 














fits program. 


This is a progressive, well 





UNUSUAL OPPORTUNITY 
FOR AN EXPERIENCED 
GROUP CLAIMS SUPERVISOR 
HOME OFFICE 


Ability to step in and head substantial, fast-growing Group 
Life—A & H Claims Department. 


Preferably between age 30 and 40 
Starting salary depends on experience and ability of individual. 
Excellent advancement outlook backed by strong security bene- 


New York City. Send résumé of experience to Box NY-52, 
c/o The National Underwriter Co., Advertising Dept., 
99 John Street. New York 38, N. Y. 


regarded Life company in 








GEORGIA & 
MICHIGAN 


INDIANA & 
NEBRASKA 











ALVIN BORCHARDT & COMPANY 


CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
3501 CADILLAC TOWER DETROIT 26, MICH. 
1106 WILLIAM OLIVER BLDG. ATLANTA, GA. 





Haight, Davis & Haight, Inc. 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis Omaha 























ILLINOIS 











CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 








NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 


116 John Street, New York, N. Y. 


PENNSYLVANIA 


























Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 














FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Harry S. Tressel, M.A.1.A. W. P. Kell ASSOCIATE 
M. Wolfman, F.S.A. A. Selwo E. P. Higgins ; 
eens M. Kerokoff |} |! THE BOURSE PHILADELPHIA 
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Northwestern Mutual 
Agents End Year with 


More on Honor Rolls 

MILWAUKEE—Record break - 
ing sales by the agency force of the 
Northwestern Mutual Life in the last 
agents year, which ended May 31, 
established an all-time production 
high. Paid for business of $644,388,000 
was $93,343,000 or 16.9% over the pre- 
vious record set in 1955. 

Grant L. Hill, vice-president and di- 
rector of agencies, will present honor 
awards to agents at the opening session 
of the three-day annual meeting of the 
company’s agents in Milwaukee next 
week. Many new individual records 
were made by agents, with 60 having 
sales over $1 million and a record 
number of 323 with sales of $500,000 
or more. A total of 1,248 agents quali- 
fied for the five top production clubs 
under the association’s system of hon- 
ors. 

John N. Meeks, Columbus, O., again 
qualified for the honor of leader in 
gross volume with sales of $4,125,000. 
Others in the top 10 competition are 
c. A. Seys, Grand Rapids, Mich.; H. 
B. Ruhl, Detroit; L. T. Stearn, Min- 
neapolis; H. J. Schwahn, Milwaukee; 
L. T. Prettyman, Muskegon, Mich.; J. 
D. Walter, Chattanooga, Tenn.; Sid- 
ney Weisman, Detroit; John O. Todd, 
Chicago, and H. V. Haas, Cleveland. 

Leader in the net volume class was 
A. C. F. Ffnkbiner Jr., Philadelphia, 
with $2,450,500 of paid business, exclu- 
sive of employe trust sales. Runners up 
in this class were Royall R. Brown, 
Winston-Salem, N. C.; C. V, Hick- 
man, Eugene, Ore.; F. D. Léets Jr., 
Indianapolis; C. E. P. Crauer, Pough- 
keepsie, N. Y.; H. A. McIntyre, Min- 
neapolis; R. A. Files, Cleveland; W. J. 
Kinnally, Milwaukee; E. C. Hoelscher, 
Chicago, and C. W. DeGryse, Evanston, 
Hl. 

For the second year, J. J. Lansing, 
Belmond, Ia., who wrote a net total of 
168 lives, qualified as president of the 
Marathon club, composed of agents 
who write 100 or more net lives during 
the agents year. Other 1956 Mara- 
thonians are L. T. Stearn, Minneapo- 
lis; H. R. Willis, Oakland, Calif.; A.C.F. 
Finkbiner, Philadelphia; R. G. Littell, 
Seattle; P. D. Claar, Evanston, II1; 
O. B. Olson, New York City; Edward 
Russo, Baltimore; J. K. Roberts, Fond 


' du Lac, Wis.; J. E. Counsell, Sibley, 


Iowa; D. H. Lienemann, Papillion, 
Neb.; L. R. Schultz, Norristown, Pa.; 
C. A. Seys Grand Rapids; M. D. Cun- 
ningham, Baltimore, and J. S. Baldwin, 
Washington, D. C. 

Various other honors will be accord- 
ed to a number of other agents at the 
convention which is expected to draw 
in excess of 1,000 persons. 





Johnson Heads New 


Variable Annuity Insurer 

(CONTINUED FROM PAGE 1) 
general insurance agencies in 
country. 

Among the directors is Benjamin N. 
Woodson, president of American Gen- 
eral Life of Houston, which is affili- 
ated with American General Ins. Co. 
Mr. Woodson was managing director 
of National Assn. of Life Underwriters 
before going to American General Life 
and prior to that he was executive 
vice-president of Commonwealth Life. 

Equity Annuity Life starts off with 
capital and surplus of $500,000. It will 
offer a complete line of annuity con- 
tracts supported by equity investments. 
The amount of the annuity will vary 
with the value of company assets, the 
aim being to produce an income that 
will keep step with the cost of living. 

Besides Messrs. Johnson, Wortham 
and Woodson the board of directors 
includes Smith W. Brookhart and Ben- 
jamin H. Dorsey, Washington, D. C., 
lawyers; James A. Elkins Jr., president 
First City National Bank of Houston; 
Alexander W. Parker, Richmond law- 
yer; William H. Press, executive vice- 
president of the local Board of Trade, 
and James K. Sullivan, Washington 
lawyer. 

The company’s address is 2480 16th 
street, N. W. 


the 





House Passes Bill Giving 
NALU Bigger Site 


(CONTINUED FROM PAGE 1) 
administration and clearances were 
arranged to the appropriations com- 
mittee. 

In the exchange, NALU “would be 
barred from increasing the size or 
height or character of the building 
and they would be permitted to plan 
and maintain this area in perpetuity at 
no cost to the government.” 

“In the over-all scheme,” Mr. Poor- 
man continued “the State department 








OUTSIDE LOOKING IN? 


% , i 
“ asi 
= NON-CONTRIBUTORY RETIREMENT 


ARE YOU ON THE 


This year, qualified agents of 

Pacific National Life are conven- 
tioning in Hawaii. Wouldn't you like 
to include such agency plans in your 
future? Open the door to a Pacific 
National Life general agent career 
for yourself. Look at any general 
agent in Pacific National Life ter- 
ritory. You'll see the advantages 








| of a Pacific National Life career. 








COMPLETE PORTFOLIO OF POLICIES | 


Write to: Kenneth W. Cring, 


















Vice-Pres. & Supt. of Agents. 





TOP COMMISSION SCHEDULE 


Get on the winning 
o team now! 














EXCELLENT SUB-STANDARD SERVICE | 
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AFFILIATION WITH FAST-GROWING WESTERN COMPANY | 





would be protected with reference to 
esthetics, but perhaps more important- 
ly we have a request from the Conger 
(laundry) people for authority to 
build an 8-story apartment house 
right here, which we feel—and the 
State department is very emphatic— 
would represent a security hazard. 





“That is about what it amounts to. eee ae, 
It does mean this: It means we will Wears i MG Ached 
be spending $300,000 to improve this ACtP® Lite mvs 193 = 198-208 

ite but i t f hich ld Beneficial Standard 29% 29% 30 
site Dut in return for which we would ca).-western States 90 = 9 96 
get the control over the location of the Columbian National 8642 88 91 
NALU building, its size, its height, and pape ieee Pp Pn B 

* * onnecticu enera 
there could be no more interruptions. Coniiiiaatia: Adina 1299 131 135 
The two groups (NALU and Ameri- Franklin Life cco. 86 88% «90 
can Pharmaceutical Assn.) would Great Southern Life .... 80 83 86 
maintain the entire block in perpetuity GUlf Life 2... ess 30 32% «33% 

d - it would permit a widenin Jetferson Standard 128 125 128 
and, again, 1 p widening kansas City Life .......... 1300 1350 1375 
of this street and the present building Life & Casualty, ............ 37-37% = 38 
as planned by the insurance people Life Insurance Investors 15% 15% 16 
comes right up to this line and the earl National .......... ire 8 242 
widening of C street would not be pos- National L. & Al ou. 91% 92 94 
sible without cutting off a portion of North American, Il. .... 2442 «24 25 
that building (if in the original loca- NW. _National Life ........ Ss ato ae 
tion.” g ( 8 Ohio State Life 197 206 210 
ion. Old Line Life ........ 59 ~=—s«@61 65 

Southland Life 106 108 116 

HERMAN G. HORNFECK, 86, retired Southwestern Life ........ 110 «:115.—Ss«120 
financial vice-president and director Travelers fi SRI REO = — we 
of Mutual Benefit Life, died in Mont- Uriteds Me vmennenonn — oe oe 

’ ih ’ (jet 208 ee 2842 28% 29 
clair, N. J.. Community hospital after west Coast Life... 48 47 49 
a long illness. Wisconsin National ........ 50 51 55 
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By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, July 17, 1956 




















WHAT DOES IT 


agencies. 


MEAN? 


TALKS ABOUT SUPER SERVICE 


Well, let’s put it this way. Remember not so long ago 
when it was a real chore to do the week-end shopping involv- 
ing separate calls at the fruit stand, grocery store, fish market, 
bakery, etc.? It seemed to kill a whole Saturday afternoon. 

Because people demanded faster and more efficient service 
the super market was born, making it possible for shoppers 
to buy all of their food in one place. 

In the insurance industry, you might say State Mutual’s 
nationwide agencies are something like these super markets. 
Every type of personal insurance—ordinary, group and non- 
can sickness and accident—is available in our “one-stop” 


And you'll like the reception you get from our technicians, 
be your case small and routine or large and complicated. 
We'd like you to try our super service. 














PACIFIC NATIONAL LIFE 
ptosurance Ca. 


HOME OFFICE 41) EAST SOUTH TEMPLE - SALT LAKE CITY, UTAH 


Ray H. Peterson Kenneth W. Cring 
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President V.P. & Supt. of Agents 
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Group Pension Plan Covering 900 Doctors 
Written by Knight Agency, New York City 


NEW YORK—A group retirement 
plan covering more than 900 physicians 
and sugeons of the Health Insurance 
Plan of Greater New York has been 
placed by the Charles B. Knight agen- 
cy of Union Central Life. 

It is a deposit administration plan 
and an unusual feature is that the doc- 
tors’ contributions to the plan are based 
on the number of patients insured by 
H.I.P. Ten cents a month per sub- 
scriber-patient goes into the accumula- 
tion fund. 

According to Charles N. Barton, 
president of the agency, the plan starts 
off with a million-dollar fund which 
has been built up in the three years in 
which the plan has been under nego- 
tiation. This will be increased by con- 
tributions of more than $400,000 a year. 

Health Insurance Plan has about 
400,000 subscriber-patients. It is op- 
erated on the “closed panel’ or group 
medical plan, in which groups of gen- 
eral practitioners and specialists com- 
bine to provide treatment for all kinds 
of diseases and injuies. A typical group 
might be 30 doctors having 32,000 sub- 


scriber-patients. In such a plan, a full- 
time member of the group can look 
forward to a pension, after 25 years in 
the plan, of around $425 a month for 
life. 

The plan is the first pension plan 
for doctors in the New York metro- 
politan area and is believed to be the 
first of comparable size anywhere in 
the United States. The agency is cur- 
rently negotiating for two other large 
plans elsewhere in the country. 

Working closely with Mr. Barton 
were Earl H. Whitney, the agency’s 
group and pension director, and George 
Cooper, who specializes in group life 
insurance and pensions for the medical 
profession and is a Knight agent. 

Because of the way the plan is set 
up, there is no predetermined amount 
of pension for any doctor or group of 
doctors. Payment into the fund is 10 
cents a month per subscriber-patient 
but the allocation of the money so con- 
tributed to the fund is on the basis of 
each doctor’s partnership interest in 
his particular group or unit. That is, 
the allocation of contributions will be 












Now—these big case benefits and this big case 
treatment are available on 10 to 50 life Groups 
under Occidental’s new “Group Life at 10” pro- 


gram.* 


Life insurance in amounts up to $20,000 
instalment disability benefits up to $20,000 
Life Insurance for dependents 
24-hour Accidental Death and 
Dismemberment up to $10,000. . . 
Competitive rates with volume discounts. 


New sales kits are ready. The small group case 
that gets started with Occidental’s big case treat- 
ment will stay—and grow! 


*State law's permitting, of course. 


“A Star in the West..."% 






HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


FOR SMALL CASES= 
BIG CASE TREATMENT 


Small Group cases have a tendency to grow into 
large Group cases in today’s economy. And when 
they do grow, they stay with the original insurer 
—IF that insurer gave them big case benefits. 
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proportional to each doctor’s share of 
the group’s income. 

Thus, the amount deposited with 
Union Central to the credit of any in- 
dividual doctor depends not only on 
the number of subscriber-patients in 
his particular unit or group but also 
on his partnership arrangements with 
the other physicians and surgeons in 
his unit. It is therefore unlikely that 
any two doctors, even in the same 
group, will receive the same retirement 
income. 

The money contributed is to be held 
on deposit with Union Central at a 
guaranted rate of interest. The total 
accumulation credited to each doctor 
will then be used at retirement for a 
single premium annuity at rates 
presently guaranteed. 

Doctors in the plan will have death 
and disability benefits equal to the 
amounts listed to their credit at the 
time of death or disability. The addi- 
tion of regular group life insurance is 
pending. 

Because of the pioneering features 
of the plan, there were many details 
of insurance law, actuarial factors, and 
complex individual problems of hun- 
dreds of doctors to be dealt with and 
there were times during the three years 
of negotiation that it seemed that no 
satisfactory arrangement could be 
worked out. Even after the plan was 
perfected, the agency had to compete 
with nine other life companies for the 
business on a competitive bid basis. 

The plan provides of course for the 
addition of new doctor beneficiaries, 
as new groups are formed or new doc- 
tors are taken into partnerships. In 
fact, one prospective case that H.I.P. 
is about to insure would just about 
double the number of subscriber- 
patients. 


ALC-LIA Says Senate 
Version of GI Bill Unsound 


(CONTINUED FROM PAGE 1) 
servation regarding government sub- 
sidy also applies to the proposal re- 
establishing permanent NSLI for vet- 
erans, they said. In additon, the life 
company reorganizations stated, re- 
opening NSLI would lead to many un- 
fair discriminations between service- 
men. For example, they pointed out, 
“veterans of World War II could ob- 
tain permanent insurance; veterans 
entering service after World War II 
(Sept. 2, 1945) could not obtain any in- 
surance unless in service after June 27, 
1950. Veterans in service after Jun 27, 
1950, could obtain term insurance only. 
These differentiations in treatment 
demonstrate the difficulties that arise 
when the governement attempts to be- 
come an insurer.” 


See Overinsurance Peril 
in Adding Disability to SS 


(CONTINUED FROM PAGE 1) 
cerned. There is much concern in the 
business, however, over evidence that 
the enactment of this amendment will 
lead to more in the future. Bigger and 
more lavish governmental insurance 
developments can be expected each 
election year until the inescapable cost | 
increases begin to cost the members of 
Congress more in displeasure of the 
electorate than the gain in regard from 
hopeful would-be beneficiaries. 


WILLIAM W. JAEGER, 79, retired 
vice-president of Bankers Life of Iowa, 
died in Iowa Methodist hospital, Des 
Moines, a few days after suffering a 
coronary attack. Mr. Jaeger was in the 
life business for 46 years, all with 
Bankers Life. 
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Climbing ! 


o New Heights: 


NOW—WE ARE 


COMPLETELY MUTUALIZED 


Our Constant Aim: 


(OTd-Yohi-lan Mhicte atitiaelilacmeel-1a alas) 


To the Public 


Through a Strong and Rapidly 
=> 4 oLel iol ile ma? [111 Am Od X-1eehilela 


A fast growing, 


progressive company. 


A definite plan for advancement. 
A new and modern contract. 


Write: 


G. Frank Clement, Vice President in Charge of Agencies 


Shenandoah Life 


A MUTUAL LIFE INSURANCE COMPANY 


OWNED BY AND 





Snrourance Company 


Home Office « Roanoke, Virginia 


OPERATED FOR ITS POLICYHOLDERS 
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Franklin Exclusives - 
we don’t sell them- 
we explain thew... 


San Diego, California 
May 15, 1956 


E. W. CHILTON 


Mr. George Landis, State Manager 
Franklin Life Insurance Company 
Los Angeles, California 


Dear George: 


It was a real thrill to inventory my agency business for 1955, and to realize 
that our agency ended up in seventh place for the entire company in net paid 
business with a total of $2,393,000. This is something, when you realize that 
Franklin Life has had the most fantastic growth in the entire industry, paying for 
over $500,000,000 of Ordinary in 1955. 

This agency started from scratch just two and a half years ago and yet my 
personal earnings last year exceeded $16,000, and this does not include my very 
substantial renewal account. | have over $5,000 of beautiful office furniture and 
business machines bought and paid for, and we are just starting to grow. 

This agency is not being built by a salaried manager, who does not produce 
personally, having his men make his living for him. | am proud to state my 
personal production, while not the largest in the agency, was substantial, with 
persistency of 94% for the past two years, qualifying me for the National Quality 
Award. 

Franklin Life, without any doubt, is the greatest merchandiser in the industry. 
Franklin exclusives are the answer. We don’t sell them—we explain them. 


Sincerely, 


E. W. Chilton 


An agent cannot long travel at a faster gait than the company he <epresents! 








Lhe Friendly 
IFIRAN IKIGION ILIUPIE company 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Dollars of Insurance in Force 





grown in Kansas City! 
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The art of experimentation, breeding 






growing and exporting hot house 






flowers is “something special” in the 






Heart of America , . . for today 









Kansas City’s Floral Industry ranks 









among the top twenty leaders 









of the nation. Here again, success was 






gained through the friendly, progressive 






spirit and the emphasis on good living 






of which Kansas City is proud. 





a 


ey “aol 





It’s this emphasis on good living that makes 
Kansas City a better place in which to live 
and work, and it’s this same emphasis on 









good living that, over the past 60 years, 






has built Kansas City Life Insurance 


Company—an emphasis on better and better 






living for its policy owners and its 






associates everywhere. 
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Broadway oat Armour, Kansas City, Missouri 
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